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COME TO 
SOUTHERN CALIFORNIA 


The land of prosperity and health. Unrivalled as 
an agricultural, industrial, home community, where 
industry is alive and living is a pleasure. 


Real Money for live wires with 


MOUNTAIN STATES 


LIFE INSURANCE COMPANY 
Hollywood, California 
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Add to Your Profits from 
Fire and Casualty by Taking 
on a Splendid Life Line 





tHANUAIT 


? HE Largest Mixed Insurance Agency in 

the World recently Established a Life 
Department. There is a Pronounced Trend in 
that direction. Agencies are adding Life to 
Fire, Casualty, Surety, etc. You, too, may 
Enlarge your Profits Without Increasing Fixed 
Costs. 


The most Satisfactory Life Contract Avail- 
able is that of the Columbus Mutual—the 
Company which 20 Years ago Eliminated Mid- 
dlemen and Diverted the Huge Expense of 
their Maintenance into Savings for Policyhold- 
ers and Agents. Its System makes possible . 
Low Cost Insurance, Generous Commissions, 
and VESTED Renewals. There are No Re- 
strictions in Territory. Each Contract is a 
Direct Home Office Contract—no Intermed- 
iaries between. The Agency that Produces 
gets ALL the Commissions. 











Send today for this Distinctive and Highly 
Successful Company’s Proposition. 





THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
7 Cc. W. Brandon, President Columbus, Ohio 
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SOMETHING NEW 


Beneficial and Profitable 
ONE DOLLAR A MONTH POLICY 


A Big Seller and a money 
maker for live agents. 


All Standard Policies are written, with or without 
Total and Permanent Disability, Premium Waiver 
and Double Indemnity. 


THE COMPANY’S PREFERRED ORDINARY LIFE 
AND MONTHLY INCOME POLICIES ARE 
BIG SELLERS 


Good Openings for General Agencies in Ohio, In- 

diana, California, Illinois, Iowa, Kansas, Michigan, 

Minnesota, Missouri, Oklahoma and Texas. 
“Serve and Succeed With the Springfield” 


SPRINGFIELD LIFE INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 
A. L. Hereford, President C. Hubert Anderson, Supt. of Agencies 
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A RELIANCE 















Just two years ago, I left the auto- 
mobile industry with which I had 
been identified for eighteen years. 
As you know, that business depends 
on /1ve prospects. Automobile sales- 
men have the same problems in refer- 
ence to prospects as the average life 
insurance underwriter. 

With the Reliance this is no prob- 
lem. The answer is 
Lead Service. Never 
in my years of selling 
have I seen such a 
wonderful means of 
getting in to see any- 
one, particularly a 
hard man to talk to. 

With Lead Service 
I started on the men 
I knew best; those 
whom I knew were 
physically able to 
pass the examina- 
tion, and who finan- 
cially were able to 
purchase a good sized policy. The 
Advertising Department was re- 
quested to release Lead Service 
letters to these men. Just as soon 
as I thought they had had time to 
read the letter, I made my call. 

The prospect nearly always re- 
ceives me with a hearty welcome and 
tells me he has received our Vice 
President’s letter introducing me, 
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Why Its Profitable to 


The principle upon which the Lead Service Plan is 
founded has been demonstrated to be thoroughly sound 
in theory and practice. This principle involving adver- 
tising, coordinated with salesmanship has proven to be 


A. B. HEISER 


of COLORADO 
cANNOUNCING 


A; B. HEISER 








BROADCAST 






and then says he has never received 
a finer illustrated introduction letter 
from any insurance organization. 

The Lead Service system provides 
the opportunity of selecting the best 
risks in the community. Practically 
every man I have sold was not in the 
market until the Lead Service letter 
created the need in his mind. 

Allow me to give 
you an X-ray picture 
of what Lead Service 
has done for me. On 
October 9, 1927 I 
started with the Re- 
liance Lire, having 
had no previous ex- 
perience in life un- 
derwriting. Since 
that time J hes used 
nothing but Lead Ser- 
vice introductions. 

During the seven 
months, from Janu- 
: ary 1ltoJuly 21,1928, 
I have written as a result or these in- 
troductions, 67 Perfect Protection 
Policies tor $221,705 Life, $191,000 
Accident and considerable Weekly 
Health Indemnity. 

No one could be more thoroughly 
sold than I on the value of this pre- 
approach advertising to the salesman 
who operates it correctly and dili- 
gently in his working plan. 




















one of the most profitable means of securing new busi- 
ness through advertising ever instituted by a life insure 
ance company. Lead Service has established itself 
permanently as a feature of Reliance sales promotion. 
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AMERICAN LIFE CONVEN=- 
TION OPENS 


Legal and Financial Section Hold 
Discussions 


NEW CHAIRMAN ELECTED 


Over 300 Present for Opening Yesterday 
of Twenty-Third Annual Meeting 
[Special Dispatch from a Staff Correspondent! 

St. Louis, Mo., Oct. 9—More than 300 mem- 
bers, delegates and guests are registered here 
for the twenty-third annual meeting of the 
American Life Convention which opens for 
three days of business sessions tomorrow morn- 
ing. 

Monday and Tuesday saw meetings of the 
legal and financial sections with full programs 
covering many important topics of interest in 
the counsels and investment officers of life in- 
surance companies. 

The gathering of the legal section was pre- 
sided over by Frank W. McAllister, general 
counsel of the Kansas City Life, and discussed 
such subjects at the influence of various legal 
decisions on the future of the business; the 
legal effect of banks and trust companies acting 
as insurance agents; jurisdiction of federal 
courts in insurance matters, legal phases of life 
insurance trusts and legal liability in insurance 
applications. C. Petrus Peterson, general coun- 
sel of the Bankers Life of Lincoln and former 
secretary of the legal section, was elected as 
chairman of the group. W. H. Eckert, general 
counsel of the Federal Life of Chicago, was 
made secretary. 

The section devoted much time at its final 
section to a discusion of the report of the com- 
mittee to recommend a beneficiary clause ap- 
propriate for use in naming a corporate trustee 
for proceeds of life insurance policy. 

Those who led the discussion were: H. B. 
Arnold, president and general counsel, Midland 
Mutual Life, Columbus, Ohio; Walter F. Seay, 
general counsel, Southland Life, Dallas; J. B. 
_ Wolfenbarger, general counsel, Peoria Life, 
Peoria, IIll.; Robert Stone, general coznsel, 
Kansas City Life, and Thomas C. Hennings, 
vice-president, Mercantile Trust Company, St. 
Louis, Mo., and a member of the special com- 
mittee that was appointed by the trust section 
of the American Bankers Association to confer 
with a similar committee from the American 
Life Convention. 

It was finally decided to continue the commit- 
tee so that the subject may be considered fur- 
ther before final recommendations are made. 

The financial section took up the questions 
of life insurance investments in the future, lib- 
eralization of life insurance investment laws, 


(Concluded no page 13) 





FIRE PREVENTION WEEK 


National Board Arranged Tremendous 
Publicity Campaign 


EIGHTY MOTION PICTURES USED 


Slogan “It Is False Economy to Take 
Chances With Fire’—Safe Building 
Program Stressed 


As this issue of THe SPECTATOR goes to press 
the annual fire prevention week is being ob- 
served the country over. The a'r is full of it, 
literally so, for the National Board of Fire 
Underwriters has wisely taken advantage of that 
most modern of all methods of disseminating in- 
formation, the radio, and from many of the 
great broadcasting stations are daily being sent 
out to millions of listeners advice and instruc- 
tion in the great campaign to safeguard Amer- 
ica against fire, to cut down the. tremendous 
annual loss of life and property that for so long 
has been our national shame. 


Some 1800 speakers under the direction of 
the National Board of Fire Underwriters are 
delivering addresses throughout the Union. 
Striking posters are displayed in countless 
places where they will attract the attention of 
millions of men, women and children. Special 
efforts are being directed to explaining to the 
school children the danger of fire and also the 
way of preventing it. Public officials in cities 
and towns are co-operating w:th chambers of 
commerce, fire departments and the local insur- 
ance agents, and the schools, theaters, news- 
papers, civic organizations, business men, boy 
scouts and women’s clubs are all taking part. 

That widespread agency of publicity, the mo- 
tion picture, is being used probably more ex- 
tensively during the present fire prevention week 
than ever before. The National Board of Fire 
Underwriters has some 80 motion picture reels 
that are being shown far and wide. One 
spectacular fire picture, “Thru the Ages,” 
which was not a product of the National Board, 
is being shown in theaters everywhere. 

This year’s week may well be said to be the 
most ambitious and most wide in its scope of all 
the fire prevention weeks that have been held. 
Its results should be equally greater in good 
accomplished. But it has the add‘tional fea- 
ture that gives it unusual interest in that it 
marks a new development in the fundamental 
purpose back of it. For years one of its most 
basic arguments was a never ending campaign 
against carelessness. That was stressed over 
and over again. Carelessness caused fires and 
fires caused waste. Carelessness should be so 
preached against that a great national improve- 
ment would result in the habits of the majority 
of the people so that fires would thus be tre- 


(Concluded on page 15) 
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UNDERWRITERS ELECT 
FRANK J. O’NEILL 


Royal Indemnity Chief Heads Inter- 
national Casualty and Surety 
Group 


R. HOWARD BLAND MADE VICE- 
PRESIDENT 


Report of Secretary F. Roberton Jones 
Dealt With Important Topics—Membership 
Totals 60 Companies 
[By a Starr CorrESPONDENT] 

WHITE SutpHuR Sprincs, W. Va., October 
5.—At the annual meeting of the International 
Association of Casualty and Surety Under- 
writers, held at the Greenbrier hotel here yes- 
terday, Frank J. (Buck) O'Neill, president of 
the Royal Indemnity Company, was elected to 
the presidency of the organization succeeding 
E. A. St. John, president of the National Surety 
Company. R. Howard Bland, pres:dent of the 
United States Fidelity and Guaranty Company, 
was made vice-president; and F. Robertson 
Jones was renamed secretary and treasurer. 
The executive committee is headed by E. C 
Stone, United States manager of the Employ- 
ers Liability, and includes J. Arthur Nelson, 
New Amsterdam Casualty; W. R. C. Corson, 
Hartford Steam Boiler; C. M. Berger, London 
Guarantee and Accident; the officers ex-offic 0; 
and W. G. Curtis, National Casualty. 


The National Association of Casualty and 
Surety Agents sent a delegation headed by T. 
E. Braniff of Oklahoma City to extend greet- 
ings to the company men and this visit was 
reciprocated by the underwriters. 

The’ International Association’s meeting fol- 
lowed the scheduled program closely with a call 
to order by Retiring President St. John, roll 
call by W. J. Falvey of the Massachusetts 
Bonding, report by Secretary Jones, and reports 
by the auditing and blanks committees. 


Appended to the report of the committee on 
blanks was that of the subcommittee on noz- 
cancellable acc:dent and health insurance show- 
ing that an investigation of the experience on 
this line is impractical as the companies do not 
keep data in such form as to admit of accurate 
aggregation. The report said that “It would 
be more satisfactory to bring about a compila- 
tion of a claim table from experience on the 
total and permanent disability benefits (in life 
policies) “and that the data could be compiled 
by life compan‘es writing such coverage. The 
report also said that “It is important to note 
that most companies have discontinued writing 
policies which provide life indemn‘ty benefits.” 

The report of Secretary Jones showed a gain 


(Concluded on page 25) 
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beepers who argue that President Calvin 
Coolidge carries taciturn:ty to extremes 
found great glee in reporting the conversation 
carried on between the President and C. E. 
Rickerd, newly elected president of the Insur- 
ance Advertising Conference, in the course of 
the White House reception accorded that body 
last week. Accepting Mr. Rickerd’s proffered 
hand, Mr. Coolidge asked, “What insurance or- 
ganization is this?” 

Mr. Rickerd replied, “The Insurance Adver- 
tising Conference.” 

Mr. Coolidge then said, “Oh”! 

So far as can be discovered there was no 
further conversation and the reception was con- 
cluded as rapidly as was in conformity wit 
dignity. eo 

AST week mention was made in this col- 

umn of a letter sent out by Robert L. 
Jones, general agent of the State Mutual Life, 
in which he referred to a treasured possession 
—a card carrying the signature of Herbert 
Hoover. Subsequently, I met another journalist 
on the street who informed me that he had de- 
sired to use the letter but his managing editor, 
a man of well-known Tammany leanings, de- 
murred. I laughingly replied that the letter 
could hardly be classed as political propaganda, 
and had hardly gotten the words out of my 
mouth before we were joined by Mr. Jones, 
who proudly displayed a letter from Mr. 
Hoover thanking Mr. Jones for the effort in 
his behalf. Therefore if Editor Edward T. 
Cunningham happens to read this paragraph he 
will know that his judgment was justified 
while I am indubitably labeled as a Hoover 


partisan. ee 


EWSPAPER reports have it that two of 

the American passengers on the Graf Zep- 
pelin, the huge dirigible which is expected to 
sail from Friedrichshafen to Lakehurst this 
week, have insured themselves for $1,000,000, 
while several other passengers have as much as 
$125,000. Dr. Hugo Eckener, who built and 
will command the ship on its journey, has evi- 
denced his confidence in the results by taking 
only $30.000 on his own life. It is said that 
all the officers and men are insured for varying 
amounts. 

The ship itself has only $1,000,000 of insur- 
ance, written by a German syndicate for a.seven 
per cent premium. According to despatches 
this sum will hardly cover the building expenses. 

*x* * * 
SOURCE of astonishment is the growth of 
the monthly dinner meeting of the Life 
Underwriters Association of New York. As 
administration succeeds administration it seems 
that a top limit in attendance has been reached 
but the dinner Tuesday of this week drew eight 
hundred agents, a new top figure for monthly 
meeting. President Gustav Wuerth has ac- 
complished something and certainly opened his 
administration with a bang. 





—* year my admiration for those who 
plan and carry out the proceedings at the 
joint convention of the International Associa- 
tion of Casualty and Surety Underwriters and 
the National Association of Casualty and Surety 
Agents increases. The meetings at the Green- 
brier Hotel,, White Sulphur Springs, W. Va., 
have gradually assumed a social character which 
rivals their business importance. Friends meet, 
parties are given (or “thrown,” if you prefer) 
and the world wags at an admirable pace for 
the three days of the gathering. 
* * * 

aaa the big men of the casualty and 

surety game at play is always an interesting 
study of psychology to me and yearly confirms 
my conviction that the man who works hardest 
and most successfully plays best; whether the 
contest be golf or what have you? Racial and 
territorial traits also come out. The Easterner 
goes at it intensively, the Westerner “breezes 
through,” the Southerner plays gracefully and 
graciously and the Northerner hits the ball with 
steadiness and determination. One thing I’ve 
noticed is that Virginians have a predeliction 
for hyphenating the names of their wives and 
daughters. Combinations like Mary-Jane, Ann- 
Louise and Daisy-Belle are usual and have a 
pleasing sound from the lips of the South. 

ek te 


OSPITALITY at the White Sulphur con- 

vention is lavish. Parties like those given 
by Mrs. Spencer Welton, Mrs. John Mee, Mrs. 
Jack Yost, Mrs. J. Carroll French, Mrs. Jim 
Garrett, Mrs. William Lemp, et al., are more 
than proof of that. Then, too, there are break- 
fast parties. Did you ever see the sunrise from 
Kate’s Mountain? It’s a marvelous view and 
one can look down and spy Autumn, in parti- 
colored robes, kneeling at morning prayer on 


the distant hills. 
xk *k x 


O convention at White Sulphur would bez 

complete, as far as I’m concerned, if Tom 
and Phil Braniff were absent. I’m honest about 
that, too, even though the latter is always one 
or two leaps ahead of me in every instance. 
He’s so darn nice about it and does it with such 
effortless subtlety that it’s a pleasure to resign 
in the face of superior competition. 

* * x 

HE banquet, as usual, was outclassed in 

splendor only by the prizes awarded to the 
winners at golf. My memory of the event is 
distinctly peripatetic, though by no means hazy. 

* * * 

MONG the things I observed at the meet- 

ing were the attentions an attractive young 
lady received from an important personage. 
Maybe I’m right and probably I’m wrong, but 
I always did admire his judgment from the 
time I, as a youngster, felt the weight of his 
displeasure to the time when I, somewhat older, 
greeted his success. 
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F all the savings accumulated yearly by 
I people in the United States were to be in- 
vested at 5 per cent, the interest earned on such 
an investment would no more than pay the bill 
of the total annual fire loss in this country. 

Despite the better construction of buildings, 
and the widespread interest that has been cre- 
ated in fire prevention, the fire loss approxi- 
mates five hundred million dollars a year. A 
fund of ten billion dollars would have to be set 
aside and made to earn 5 per cent to make 
good this destruction. 

x ee 
OR the last ten years the annual fire loss in 

' the United States has been only slightly 
less than five hundred million dollars a year, 
it is pointed out by the Travelers Fire Insurance 
company, Hartford, Conn. During this time 
almost five billion dollars in property values 
has been consumed by flames. 

In any one of these ten years the money lost 
on the average as a result of fires would have 
been more than sufficient to meet the total cost 
of all new residence construction in 1926 in 
Chicago, Detroit and Los Angeles combined, and 
nearly enough to pay for all new residences 
built the same year in New York city. 

In the last ten years, enough money has been 
wasted on the average in fire losses to pay for 
101,000 one-family houses at the cost of con- 
struction prevailing in 1926, or to pay for all 
the new residences erected in fifty-six principal 
cities of the United States the same year. 

a ae ae 


ie 1927 the fire loss amounted to an average 
of more than $900 a minute, or in excess 
of $1,290,000 a day. Every ten-year period 
the equivalent of two-thirds of the value of all 
new construction work in any one year on the 
average is consumed by flames, while last year 
the fire loss was more than 7 per cent of the 
value of all new construction work. 

The values that are destroyed by fires repre- 
sent only a small part of the total economic loss 
suffered in any one year as a consequence of 
property burning. In many instances the eco- 
nomic loss which comes as the result of fires 
is greater by far than the value of property or 
goods damaged. Th’s additional economic loss 
includes the interruption of business operations, 
loss of contracts, undermining of the morale of 
sales forces, and a loss of future business that 
may extend over a period of many years. Such 
economic losses may throw employees out of 
work, thus causing untold hardship among 
wage earners. 

* * * 

© goat a continuation of the campaign 

against fire and a more complete realiza- 
tion of the widespread loss which amounts to 
nearly $5 a year for every man, woman and 
child in the United States, will enable this 
country to reduce its annual fire loss and to 
save some of the millions that are now being 
lost forever to posterity. 
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OFFICE ORGANIZATION 
HAT the Life Office 


Association is serving a useful pur- 
pose in the life insurance business has 
been recognized from its inception. The 
report of its Committee on Home Office 
Organization last week brings to light the 
crying need of life insurance companies 
for a scientific basic structure for their 
office organization. This committee made 
a research into the organization of some 
20 life insurance companies, and found 
such a lack of uniformity in office per- 
sonnel that it was practically impossible 
to build therefrom a composite chart of 
a typical life insurance organization. 
They were unable even to establish any 
common factor. In the 20 companies 
there were 70 different titles for the offi- 
cers, and in many instances the titles did 
not express the duties or responsibilities 
of the officers. The range of functions 
of the major officers covered almost every 
conceivable duty. 

After a thorough analysis of the prob- 
lems concerning life insurance companies 
and developing the absolute necessity of 
a well-established organization capable of 
being used for the smallest and youngest 
companies, and at the same time suff- 
ciently elestic, to permit this company, 
while using the same structure to expand 
its business without limit, the committee 
makes some suggestions for the ultimate 
solution of organization problems. A 
line of reporting relationship, with proper 
delegation of authority and responsibility, 


Management 


should be established between the lowest 
and hightest executives. Organization 
functions should be divided along logical 
lines, supervised by an executive of major 
importance. The president should not be 
identified with one function resulting in a 
limitation of his relationship with all 
others. Staff functions should be devel- 
oped. A gradation of importance in oper- 
ating units should be recognized and 
classifications into functions, depart- 
ments, divisions and sections in descend- 
ing scale of value should be made. No 
operating unit should be given an inde- 
pendent relationship to the organization. 
Departmental integrity should be re- 
placed by a procedure for the benefit of 
the entire organization, and no division 
of responsibility over an identical subject 
should be considered. Operating units 
should have standardized and _ self-ex- 
planatory terms. Understudies should 
be established for each important posi- 
tion. Costs of operating units should be 
known and not guessed at. These are 
desirable and if the mechanics of life in- 
surance companies are to develop with 
other mercantile and commercial enter- 
prises, recognition of the committee’s 
recommendations should be met with 
company action. 

It is unquestionable that the rapid de- 
velopment of the life insurance com- 
panies in the past two or three decades 
has focused the enterprise of the ‘execu- 
tives upon the agency, actuarial, legal and 
medical departments, and has caused 
them to overlook the essential desirability 
of scientifically organized office manage- 
ment and personnel executives. The time 
seems to have arrived when proper 
attention to the details of home office 
organization is required in the interest of 
economy. With the agitation for reduced 
acquisition costs and with the knowledge 
that unscientific and overlapping operat- 
ing units caused by unsystematic office 
planning prevent the desired growth with 
a minimum of expense, this study of 
office organization is timely. The in- 
vestigation of this committee will do 
much if properly followed up to develop 
a model organization and reduce mate- 
rially the cost of operation. 





HUS far in the current year the fire 
loss in the United States and Can- 
ada, as computed by the Journal of Com- 
merce, is $20,000,000 less than it was in 
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the first nine months of 1927, and $8o,- 
000,000 less than the similar period in 
1926. The loss in September is given as 
$17,182,800, and for the first nine months 
of this year as $227,061,600. Since Janu- 
ary I, 1926, the only months which have 
contributed less to the fire waste than 
September last were October, 1926. and 
June, 1928. The total loss for the year 
1927 was over $320,000,000, and in 1926 
it was $393,000,000. If the burning rate 
during the remainder of this year con- 
tinues at about the same rate as for the 
last three months, the total for the cur- 
rent year will be about $280,000,000, or 
$40,000,000 less than 1927. Fire under- 
writers, therefore, seem justified in an- 
ticipating favorable results from the 
underwriting of this year. 





Inheritance Tax Rates in Mississippi 

The law of Mississippi relating to inheritance 
taxation was amended in 1928 so that the rates 
of tax are now as follows: Upon the transfer 
of the net estate of every decedent dying after 
the passage of the act, whether a resident or a 
non-resident of Mississippi, 4/5 of 1 per cent of 
the net estate not in excess of $50,000; 13/5 per 
cent on the amount by which the estate exceeds 
$50,000 and does not exceed $100,000; 22/5 on 
estate of $100,000 to $200,000; 31/5 per cent 
on estate of $200,000 to $400,000; 4 per cent on 
$400,000 to $600,000; 44/5 per cent on $600,- 
000 to $800,000; 53/5 per cent on $800,000 to 
$1,000,000; 62/5 per cent on $1,000,000 to $1,- 
500,000; 71/5 per cent on $1,500,000 to $2,000,- 
000; 8 per cent on $2,000,000 to $2,500,000; 
84/5 per cent on $2,500,000 to $3,000,000; 9 3/5 
per cent on $3,000,000 to $3,500,000; 102/5 per 
cent on $3,500,000 to $4,000,000; 111/5 per cent 
on $4,000,000 to $5,000,000; 12 per cent on 
$5,000,000 to $6,000,000; 124/5 per cent on 
$6,000,000 to $7,000,000; 133/5 per cent on 
$7,000,000 to $8,000,000; 142/5 per cent on $8,- 
000,000 to $9,000,000; 151/5 per cent on 
$9,000,000 to $10,000,000; 16 per cent on the 
amount by which the net estate exceeds $10,- 
000,000. Deductions are permitted to a resident 
for funeral expenses; administration expenses; 
claims against the estate; unpaid mortgages; 
losses by casualties not compensated by insur- 
ance; the support of dependents during settle- 
ment of the estate; bequests for use of the State 
or any political sub-division thereof for exclu- 
sive public purposes or for religious, charitable, 
scientific, literary or educational purposes. 


Prudential Employees Win Athletic 
Competition 

There was great rejoicing in the office of the 
Prudential Insurance Company of America, 
Newark, because the company’s athletic asso- 
ciation captured the highest honors in the an- 
nual track and field championship of the Com- 
mercial and Industrial Athletic League last 
Saturday afternoon. 
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SOME PROBLEMS OF 
LONGEVITY 





Diseases and Conditions Affecting 
Health and Length of Life Are 
Discussed by Dr. F. L. Hoffman 





PROGRESS MADE IN OVERCOMING 
DISEASE 





This Absorbing Work Is of Great Value 
to Life Insurance Men 

Every man in the life insurance business will 
be interested in reading the new book by Dr. 
F. L. Hoffman entitled Some Problems of 
Longevity, which has pust been published by The 
Spectator Company. Aggressive life insurance 
agents should thus prepare themselves to talk 
intelligently with prospects upon subjects bear- 
ing upon the preservation of health and the 
lengthening of life. 

Dr. Hoffman, consulting statistician of the 
Prudential Insurance Company of America, 
enjoys a world-wide reputation as an investi- 
gator and writer. In this book he discusses 
in an absorbing manner the most important fac- 
tors in the shortening or lengthening of human 
life, and the book cannot fail to be of great 
interest and value, particularly to those engaged 
in the life insurance business. 

Various diseases and conditions which affect 
the length of life are treated, and the progress 
which has been made in overcoming the malev- 
olent effects of the more devastating diseases 
is shown. 

That science is gradually overcoming or re- 
ducing the danger from numerous major 
diseases is demonstrated, though there still re- 
main certain diseases which have not yielded 
perceptibly to scientific efforts to overcome their 
fatal characteristics. Thus, although smallpox 
has yielded to preventive measures and has 
almost been eliminated, cancer is still a great 
menace to human life and health. 

The following Table of Contents indicates 
the broad scope of Dr. Hoffman’s work: 

Introduction. 

What Is Longevity? 

Problems of Human Increase. 

The Marital Death Rate 

Fecundity and Birth Control. 

Wasted Children’s Lives. 

The Health of Primitive Man. 

Civilization and the Death Rate. 

The Health of The Negro. 

The Dangers of Motherhood. 

The Bar Sinister. 

Health in the Tropics. 

What Causes Death? 

Vanishing Malaria. 

Lingering Leprosy. 

When the Heart Fails. 

The Increasing Menace of Cancer. 

Social Diseases. 

Resistant Tuberculosis. 

No Diphtheria. 

Smallpox and Vaccination. 

What Is Hodgkin’s Disease? 

What Is Addison’s Disease? 

Sunlight and Health. 


The Human Constitution. 

The Price of Health in Industry. 

Long Life in the Army. 

Health and Long Life in the Navy. 

Living Underground. 

Americans in Liberia. 

Health Progress of East Africa. 

Living in the Arctic 

The Rockefeller Foundation. 

America’s Bloody Trail. 

Tired of Life. 

Disease Inheritance. 

A glance at the chapter titles conveys a good 
idea of the broad scope of this review of longev- 
ity and matters affecting it, but a reading of 
the book itself will disclose the fact that what 
might be considered a dull subject can be treated 


in such a manner that it will be most interest- 
ing to the reader. Maintenance of health is a 
most vital factor in the life of every human 
being, and Some Problems of Longevity will 
prove a distinct aid to every thoughtful man, 
who is deeply interested in his own and his fam- 
ily’s health, as well as that of the community 
in which he lives. 

The conservation of hitman life is a subject 
which is receiving much attention these days, 
and the life insurance agent should be well pre- 
pared by a reading of Some Problems of 
Longevity, to discuss the general subject and 
particular phases of it with prospects and cus- 
tomers. 

The price of Some Problems of Longevity 
in cloth binding is $6 per copy. 
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346 Broadway, New York 
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Pioneering 


Progress always requires pioneering. 
steps, must lead in the exploring of new fields, must “‘go before and 
remove obstacles for those who follow.” 


In order to fulfi! its obligation to humaniy, life insurance must seek 
new ways of service, in addition to extending the old. And so it 
must have pioneers. The New York Life has always recognized this 


| Many years ago this Company undertook to pioneer in the field of 


After a long and intensive study of declined cases, it found that spe- 
cial rates could be calculated, permitting, with safety, the acceptance 
of many risks which previously had been rejected. 


On July 1, 1896, the Company issued its first sub-standard policy. 
Since then, the writing of insurance on impaired lives has been a part 
of the New York Life’s regular service to the public, and has grad- 
ually been adopted by a majority 


Today, Nylic Agents are enabled to ob- 
tain insurance for approximately three 
out of every five clients who other- 


NEW YORK LIFE INSURANCE 


DARWIN P. KINGSLEY, President 
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LIFE INSURANCE 





DISCUSSES EXECUTIVE 
PROBLEMS 


R. W. Huntington’s Address at Amer- 
ican Life Convention 








NEED OF COMPETENT SUBORDINATES 
STRESSED 





Connecticut General Life Head Also Dis- 
cusses Investment Problems 
Speaking yesterday at the American Life 
Convention at St. Louis, President R. W. Hunt- 
ington of the Connecticut General Life Insur- 
ance Company, Hartford, discussed “Some 
Executive Problems in a Growing Company.” 
He said that he had sometimes thought of 
writing an article on the ideal insurance com- 
pany but had never done it, because it seemed 
to him that it was so easy on paper and so 
impossible in fact. But that, he said, was what 

all insurance men were striving for. 

The fellows, he said, who take a life policy 
at age 20 and keep it until they die at 90 can’t 
hurt the insurance companies, but other things 
can. He figured that Andrew Carnegie, who 
is reported to have said that he wouldn’t be 
in any business where he couldn’t tell at the 
end of any month whether he had made or lost 
money, wouldn’t have done in a life insurance 
company. 

President Huntington said that his remarks 
would be in reality a few observations based 
on the experience of the past forty years in a 
company which was very small when he came 
to it, so small that it might be said to have 
just started, although it was twenty-five years 
old at that time. He outlined the two main 
divisions of his company—of any company— 
the field ard the home office. They are abso- 
lutely interdependent, he said, and neither can 
long be conducted well or indifferently with- 
out directly affecting the other. The competi- 
tion of the future, he asserted, will be largely 
along the lines of economical and effective mar- 
keting and no company which does not do well 
on this line can hope to grow as it should, so 
the first and one of the most important things 
for the executives of a growing company is so 
to form their agency contracts that, smoothly 
and without friction, both the field and the 
company may progress in prosperity and effec- 
tiveness. 

He stressed strongly the necessity of each 
executive of a growing insurance company, 
from the president down, not thinking that he 
himself must do everything connected with the 
branch of the work for which he was respon- 
sible. He should have competent ‘subordinates 
so trained that they were able to carry on, men 
who were given responsibilities and were sup- 
posed to go ahead and do things without con- 
stantly asking what they should do and how 
they should do it. He likewise said that it 


was both a problem and a duty of the execu- 
tive to select young men. There is no false 
economy, he said, equal to giving an able young 
fellow an insufficient salary and insufficient re- 
sponsibility. “We have got to require high 
devotion of good ability, but we have got to 
reward it when we get it.” 

He took up specifically and in some detail 
the problem an insurance company faces when 
it comes to the investment of its funds. He 
said that investing money for a life insurance 
company is, to use a betting phrase, a hedge. 
He had noticed, he said, in the development of 
his own company, that it is harder to receive 
a high rate of interest if one has a hundred 
million dollars a year to invest than if one has 
one million. It becomes impossible to leave 
the investment of the funds to a committee of 
officers and directors to operate without much 
outside help. Statistically minded young men 
must be thoroughly trained to the job. 

President Huntington admitted that as a 
company grows bigger the old delightful inti- 
macy is bound to disappear since no one can 
know 500 employees as he knew 50 or 5. But, 
he said, there are a good many ways of main- 
taining the spirit of enthusiasm and loyalty 
among the employees as they grow more 
numerous. He felt sure that above all the 
artificial ways, such as clubs and outings and 
baseball nines and basket ball teams, the feel- 
ing on the part of the heads of the institution 
that everybody who works in it is a brother 
or sister, or, at any rate, a partner in their 
great business enterprise, will do more than any- 
thing else because it will show itself from 
time to time naturally. 





Judea to Increase Capital to $5,000,000 


The Judea Industrial Corporation of 44 East 
23rd street, New York, which owns and con- 
trols the Judea Insurance Company, Limited, 
of Palestine, which in turn owns and controls 
the Judea Life Insurance Company of New 
York, at a meeting of the stockholders, Wednes- 
day, October 3, voted to increase its capital 
stock to $5,000,000. 

The present capital of the Judea Industrial 
Corporation is composed of 40,000 shares at 
the par value of $25. It will increase the num- 
ber of shares by 160,000, so that the total 
number of shares will be 200,000, representing 
a par value of $5,000,000. 

The stated purpose of the increase is for 
the expansion of the business of the sub- 
sidiary companies, particularly the Judea Life 
Insurance Company of New York which is 
already licensed in 15 States. 

According to the report of the Judea Indus- 
trial Corporation, its two subsidiary insurance 
companies of which the New York company is 
about 16 months old, have written a total of 
about $24,000,000 insurance. 
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INVESTMENTS DISCUSSED 


W. S. Sherwood Sees Preferred 
Stocks as Future Reservoir 








COMPANIES MUST GET GOOD RETURN 





Investment Expert of Travelers Speaks Be- 
fore Financial Section of American 
Life Convention 


Wilbur S. Sherwood, assistant cashier of the 
Travelers Insurance Company, Hartford, ad- 
dressed the financial section of the American 
Life Convention at St. Louis, Tuesday, on the 
subject of bonds and stocks as investments for 
life insurance companies. He said that the busi- 
ness of life insurance is predicated on two 
fundamental factors—mortality experience and 
interest earnings—and that interest earnings de- 
pend upon sound investments. So careful are 
life insurance companies in the investment of 
the millions that policyholders are constantly 
pouring into the companies’ treasuries, he said, 
that the science of selection has been extended 
to embrace a diversification extending in four 
directions—by division as pertains to mortgages, 
bonds and stocks; by geographical allocation; 
by diversification on the basis of kinds and divi- 
sions of industry, and on the basis of maturity. 

The problem of the investment of such funds, 
Mr. Sherwood asserted, is not one of simply 
putting the money to work at interest, but is 
more especially a problem of investing funds 
safely and profitably and at a satisfactory and 
proper rate of interest. 

At the present time, he said, mortgages ap- 
pear to be most favored as life insurance in- 
vestments. Of the 142 life companies com- 
prising the membership of the American Life 
Convention at the close of business, 1927, 70 
per cent of the member companies, he said, 
each held between 43 and 78 per cent of their 
total admitted assets in mortgages. At the 
same time only nineteen member companies, or 
less than 14 per cent of the total membership, 
held stocks and bonds equal to 37 per cent of 
their total assets. 

Mr. Sherwood discussed various choice bond 
investments for life insurance companies such 
as State and municipal, railroad, public utility 
companies, etc. But he said that the time would 
probably come when stocks, regardless of legal- 
ity, will occupy in the investment list of life 
companies a position comparable with either 
mortgages or bonds. He said that it would be 
interesting during the coming years to watch 
the stabilizing value of the great buying power 
of the life insurance companies and its attitude 
of encouragement toward future financing 
through the medium of preferred shares of stock 
as a result of the Wales-Merriman act by the 
New York Legislature, which permits life in- 
surance companies of that State to invest in 
preferred shares of many corporations, subject 
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Years of Life Insur- 
ance Ideals and Services 


N IDEAL became u reality when, on February 

Ist, 1843, “THe Mutual Lire oF NEw YORK” 
issued its first policy. The business of life insurance 
on the mutual plan started in America then and 
there. 


Priority in its field is not the Company’s claim to 
greatness—age in itself is no great distinction. THE 
Mutuat Lire began with high ideals of business 
conduct, which still prevail. It aims at quality and 
to be highly honorable in all its dealings. 


In its relations with policyholders and their repre- 
sentatives THE Mourval Lire has an outstanding 


record, * wal oe 


Those who contemplate life insurance soliciting as 
a career are invited to apply to 


The Mutual Life Insurance Company 





of New York 
DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President and Manager of Agenci 


34 Nassau Street New York, N. Y. 





CASUALTY SURETY 





of BUFFALO, N. Y. 
(A New York State Stock Company) 


Special Automobile Rates 


Insurance Policies provide for Assureds 
participation in profits. Writing all types 
of the following classes of Insurance and 
Bonds. 


ACCIDENT CONTRACT BONDS 
AUTOMOBILE FIDELITY BONDS 
BURGLARY JUDICIAL BONDS 
LIABILITY LICENSE & PERMIT BONDS 
PLATE GLASS PUBLIC OFFICIAL BONDS 


WORKMEN'S COMPENSATION MISCELLANEOUS BONDS 
Surplus to Policyholders $1,700,000 


Agencies Open in the Following States 


DELAWARE NEW JERSEY 
OHIO NEW YORK 
MARYLAND RHODE ISLAND 
MASSACHUSETTS PENNSYLVANIA 


NEW HAMPSHIRE DISTRICT OF COLUMBIA 























companies in the past, but the service. 
given by the Union Indemnity 
far ourpasees anything in bis experience 









SERVICE / 


“Your service far surpasses any- 
thing in my experience ... and places 
us in a particularly advantageous 
position in the solicitation of contract 
business.” 








And nothing we can say could 
better tell of our service than 
this voluntary expression of an 
Agent 3,500 miles from the Home 
Office. 

An efficient and understanding 
underwriting force, each under- 
writer thoroughly familiar with 
his territory; prompt responses 
and advance information on pro- 


posed construction and lettings, 
are only a small part of the serv- 
ice that all of our Agents receive. 


Union Indemnity Company is 
an aggressive company working 
over-time for its Agents. If you 
are looking forward to such a 
connection we will be glad to go 
into details. 


ADDRESS AGENCY DEPARTMENT 


Union Inpvemniry Company 


NEW ORLEANS 


Bankers & Merchants Fire Ins. Co. 


Northwestern Cas. & Surety Co. 


Union Title Guarantee Co., Inc. 
La Salle Fire Insurance Company 











THE CONSERVATION OF HUMAN LIFE—THE NA- 
TION’S GREATEST ASSET—IS FULLY DISCUSSED IN 


HEALTH & WEALTH 


A New and Comprehensive Survey of the 
Economics of World Health 


By Louis I. Dublin, Ph.D. 


Statistician, The Metropolitan Life Insurance Company 


The eminent investigator and statistician named, in this entertaining 
and informative volume of 361 pages presents the results of years of 
study regarding the losses through sickness and death, and also 
describes measures and movement instituted to counteract such 
seapea The principal topics treated are shown by the following chap- 
ter titles: 


The Economics of World Health 

The Cost of Medical Service 

What It Costs to Neglect Our Children 

The Problem of Heart Disease 

The Problem of Tuberculosis 

The Chance of Death from Cancer 

The Problem of Old Age 

The Great American Family 

On the True Rate of Natural Increase 

Birth Control and the Population Question 
The Education of Women for Home-Making and Careers 
Life, Death, and the Negro 

Health of the Workers 

Has Prohibition Improved the Public Health? 
The Possibility of Extending Human Life 


This work is a valuable one for insurance men, physicians, public 
health workers and social workers. 


PRICE, $3 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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to well defined restrictions. He asserted that 
the certainty of the investment must ever be 
the paramount consideration of life insurance 
companies and that they must be diligent and 
competent and need no instruction in common 
honesty. 





SPEAKS ON INCONTESTABLE CLAUSE 


Francis V. Keesling Thinks It Must Have 
Been Devised by High Pressure Sales 
Manager 


“The Ubiquitous Incontestable Clause” was 
the subject of an address by Francis V. Kees- 
ling, vice-president and general counsel of the 
West Coast Life Insurance Company, San Fran- 
cisco, at the legal sect‘on of the American Life 
Convention held this week at St. Louis. The 
layman, not familiar with legal terms and prem- 
ises, might have been somewhat confused but, 
among other things, Mr. Keesling cited suffi- 
cient decisions which went a long way toward 
proving at least the ubiquitariness of the in- 
contestable clause in life insurance contracts. 
He said that it seems impossible to fix the re- 
sponsibility for this clause and he asserted that 
early writers on the subject admitted failure to 
ascertain authorship. His conclusion was that 
perhaps, like Topsy, it just growed. 

However, he advanced an explanation which 
not only was plausible, but which was so 
clothed in winged words that it had a charm 
of its own quite as'de from its value as a brief. 
He said that to one familiar with the opera- 
tions of an insurance company who knows the 
type of individual who flits across the stage of 
the production department, namely the high- 
pressure manager, may well visualize such an 
individual fulminating under the urge for in- 
creased production, devoid of understanding of 
what constitutes real salesmanship, qualified 
only as an order-taker, conceiving and bring- 
ing into existence this incontestable clause to 
give impetus to h’s underling order-takers in 
the great drive for increased business. “Execu- 
tive approval of this clause in life insurance 
policies must have been inspired by expecta- 
tion of a melon from the seed and lo!—there 
was brought forth—a citron!” 

Mr. Keesl'ng held that there is a proper place 
for the definition of what shall constitute life 
insurance, and that limitations on that defini- 
tion shuld not appear in the incontestable clause 
like the tail of a kite or the appropriation bill 
at the end of a Congressional enactment estab- 
lishing a postoffice in Podunk, and he asserted 
that we should return to the “normalcy” of the 
law, adopt a simple statement related to in- 
contestability, and with particular vigilance 
endeavor to obtain harmonious statutory enact- 
ment. 





Old Line Life Appoints Texas Organizers 

The firm of Houston and Houston, with 
headquarters at San Antonio, Texas, has been 
appointed State field organizer for the Old Line 
Life Insurance Company of America. 


TRANSATLANTIC AVIATION 


First Attempt to Cross Atlantic in 
Lighter-Than-Air Craft Was Spon- 
sored by the Founder of 

The Spectator 





FLIGHT ATTEMPTED IN 1873 





Balloon Was Freed by Storm to Descend 
in Connecticut and Was Destroyed 


Now that news of a transatlantic flight ap- 
pears to rank in importance with the downfall 
of the British Empire, the latest utterance of 
George Bernard Shaw, and a pretty woman’s 
murder of her husband, it may be interesting 
to readers of THE Spectator to know that the 
first attempt to cross the Atlantic in a lighter- 
than-air craft was promoted and made poss:ble 
by the founders of this paper, James H. and C. 
M. Goodsell, who were at that time managers 
of The Daily Graphic which, under their guid- 
ance, became one of the most enterprising papers 
in the world but which is now out of existence. 

The Literary Digest of September 22, 1928, 
carried a story of this attempted flight in an 
article entitled “An Early Atlantic Flight That 
Came to Grief.” Professor W. H. Donaldson, 
a noted aeronaut of the nineteenth century, and 
Professor John Wise formed a partnership to 
further the idea of a transatlantic balloon flight 
after Prof. Wise had been unsuccessful in get- 
ting the necessary money for the project from 
Congress. The Goodsells, able and enterpris- 
ing, and visualizing the future of aviation, un- 
dertook to financially back the plan and made a 
contract with Donaldson and Wise in which 
they agreed to pay for the construction of a 
balloon to be not less than 130 feet in height 
and 100 feet in diameter. The balloon was fin- 
ished and the first attempt to inflate it to ca- 
pacity was made on September 12, 1873. The 
gas bag ripped its entire length under the 
pressure from within. Nothing daunted, the 
Goodsells continued to furnish their backing, 
Donaldson reconstructed the balloon and, on 
October 6, 1873, the balloon ascended from the 
Parade Grounds near Prospect Park in Brook- 
lyn, N. Y., with Donaldson, George A. Lunt 
and Alfred Ford, a newspaper man, in the 
basket. Over Connecticut terrible storms were 
encountered and the bailoon could not be kept 
aloft. As the basket neared the ground Donald- 
son and Ford jumped first and were shortly 
followed by Lunt. None was injured. The 
wrecked balloon was found not far from the 
scene of the leap, near Canaan, Conn. Later 
on, following the almost-fatal failure of the 
transatlantic attempt, the Goodsells, continuing 
their enterprise in making more Daily Graphic 
balloon flights, fathered a plan for a balloon 
trip from St. Louis to New York. This time 
the balloon, with Professor Donaldson and 
others in it, vanished in Lake Michigan. 

Of the preparation for the transatlantic at- 
tempt, The Washington Post, in an article hy 
Franklin G. Sartwell, recently said: 

The Goodsells announced that any one in 
America wishing to send a letter in the balloon 
to any one in Europe could so do upon payment 


of a fee of $1. Invitations were sent to many 
notables of the day inviting them to make the 
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tr:p, but those invited universally sent their re- 
grets that other engagements would make it 
impossible for them to accept. Among those 
who declined the honor were Gen. George B. 
McClellan, Gen. Benjamin F. Butler, Charles 
A. Dana, Whitelaw Reid, and Gov. Joseph R. 
Hawley, of Connecticut. ; 

Agents of the backers in European countries 
were set to work, to arrange for the extension 
of courtesies to the balloonists when they landed 
on the continent. Wise and Donaldson were 
necessarily unable to determine in advance 
where they would land; so arrangements were 
made for their reception in Germany, France, 
Belgium, the Netherlands, Italy, Portugal, Den- 
mark, Russia, Spain, England, Austria-Hungary, 
and other countries. 

Following the publication of the article in 
The Literary Digest of September 22, Arthur 
L. J. Smith, president of The Spectator Com- 
pany, sent the appended letter to the editor of 


that magazine: 

I refer to the article in The Literary Digest 
in the issue of September 22, entitled “An Early 
Atlantic Flight That Came to Grief.” 

Professor Donaldson’s attempted flight across 
the Atlantic Ocean in 1873 was initiated and 
backed by James H. and C. M. Goodsell of 
The Daily Graphic and founders of THE Spec- 
TATOR at Chicago in the year 1868. A 

In 1873 Tue Spectator was moved to New 
York and at that time, James H. Goodsell, its 
president, became also mataging director of 
The Daily Graphic. I am fully informed from 
my former relations with him that Mr. Good- 
sell had a wonderful, early conception of the 
poss‘bilities of aviation, and thus The Daily 
Graphic backed the aviators of those pioneer 
days. : 

While I was too young to be in business at 
the time of the effort to cross the Atlantic in 
The Daily Graphic balloon, I afterward met 
in the Graphic office, and chatted many times 
w:th Alfred Ford, the newspaper reporter, who 
accompanied Donaldson and Lunt on that haz- 
ardous expedition. 4 
a rankiie G. Sartwell, who tells the story of 
the early Atlantic flight in the Washington 
Post from which you quote, 1s unquestionably an 
old-timer and well informed regarding The 
Daily Graphic balloon, as his recital is entirely 
correct, according to the information that is 
available to me and as a former very close 

i of Mr. Goodsell. 
en on, The Daily Graphic constructed an- 
other balloon which made an ascent from St. 
Louis. Professor Donaldson was again the 
aeronaut conducting this expedit:on—the trip 
was planned from St. Louis to _New York, 
and the interest of millions, especially persons 
living between those two peints, was intense on 

ount of the daring feat. : 
“or H. Goodsell had then put The Daily 
Graphic on the map and the newspapers 
throughout the country were widely enthusiastic 
and recounted the enterprise and progress of 

xraphic balloon. . ; 
The sie was started as stated from St. Louts, 
the balloon drifting northward and, as [ recall, 
Professor Donaldson and those with him, to- 
gether with the huge airship, were lost in Lake 
Michigan. ‘ 

At the age of sixteen I became private secre- 
tary to James H. Goodsell and shortly there- 
after he organized the Daily Graphic Captive 
Balloon Company. I was a dummy officer of 
that company when cons‘derably under age. A 
huge balloon with a car below, attached to a 
cable several hundred feet long, was installed 
on the ocean shore of Coney Island. _ 

As I recall, passengers were charged five dol- 
lars a trip to go up in the captive balloon, and 
for many days after it began the venture proved 
successful and the balloon was permitted to re- 
ceive passengers. Many trips were made and 
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BIG OPPORTUNITIES IN TEXAS WITH 


Great Republic Life Insurance Company 
OF LOS ANGELES 


This Company has attractive General Agency openings in 
Texas at Houston, San Antonio, Amarillo and other points in 
the State. Very attractive first year and renewal commissions 
and exceptional line of policies. If you have a satisfactory 
record of successful experience and are interested in building a 
profitable future with a progressive Western company, com- 
municate immediately with W. H. Savage, Vice President, 
Great Republic Life Building, Los Angeles, Calif., who expects 
je) visit Texas about May 1 and will arrange to see you person- 
ally. 











THE GUARANTY LIFE INS. 60, 


DAVENPORT, IA. 





New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUCHERTY, Sec’y and Mgr. 








An Exceptional Opportunity 


for 
General Agency Contract 
Unusually Liberal Terms 
Splendid Territory 
Home Office Cooperation 


Oldest Legal Reserve Company in Texas. 


Texas Life Insurance Company 
Write Today Waco, Texas 











EUREKA MARYLAND ASSURANCE CORP. 
of 
BALTIMORE, MARYLAND 
Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, JR., Pres. J. BARRY MAHOOL, Vice-Pres. 
A. W. MEARS, Sec’y A. VICTOR WEAVER, Treas. 














“A Life Insurance Company” 


Having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 


Address: Confidential care THE SPECTATOR 
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Central States Life 


Insurance Company 
St. Louis, Mo. 


Policies for All Ages 1 to 70 

Both Participating and Non Participating 

Children’s Policies with Beneficiary In- 
surance 

Disability and Double Indemnity 

Surgical and Dismemberment Benefits 

Special Monthly Premium Plan 

Non Medical 

Standard and Sub-Standard 

Sales Planning Circularization 

Perseverance and Producers Clubs 

Special and Standard Policies 





AVAILABLE TERRITORY IN ARK., 
CALIF., COLO., FLA., IDA., IOWA, ILL., 
KAN., MO., MONT., MINN., NEBR., 
OKLA., N. M., S. D., TEX., UTAH, WYO. 











WRITE DIRECT TO HOME OFFICE 
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a wonderful prospect of financial success was 
open to the captive balloon company. 

However, one day, as the ascension was being 
made and the balloon had reached its highest 
flight under captivity, a sudden gust of wind 
from the north struck the airship, nearly bring- 
ing it down to the waves of the Atlantic, with 
great peril to the passengers in the car. For- 
tunately there was no loss of lives in this in- 
stance, but so obvious was the possibility that, 
through inability to forecast the whims, direc- 
tion and velocity of the winds, James H. Good- 
sell was forced to give up the project of con- 
tinuing the trips of the Daily Graphic captive 
balloon. 

As a pioneer in grasping the possibilities of 
flying, and having the courage to invest capital 
and time in the development of aviation 55 years 
ago, James H. Goodsell’s name has a place in 
history in connection with air transportation, as 
well as in the field of photo-engraving, in which 
he was also the foremost pioneer. 


AGAINST SALE OF INSURANCE COM- 
PANIES 


National Convention of Insurance Commis- 
sioners Adopted Strong Resolution 


At the annual meeting of the National Con- 
vention of Insurance Commissioners at Rapid 
City the following resolution, recommended by 
the special committee on buying, selling and 
merging of insurance companies, was adopted: 

Resolved, That this convention here assembled 
whole-heartedly approves the action taken by 
the American Life Convention on the subject 
of the sale of life insurance compamies as ex- 
pressed in a resolution unanimously passed by 
the said association on October 15, 1925; and 
be it further 


Resolved, That the National Convention of 
Insurance Commissioners hereby places itself 
on record as being opposed to the organization 
of insurance companies for the purpose of pro- 
motion or speculation, and further condemns the 
practice of individuals or organizations that at- 
tempt to profit by manipulation of stocks, or by 
promoting mergers and conversions of insurance 
companies; and be it further 


Resolved, That each Commissioner voting for 
this resolution pledges himself to use all his 
efforts and influence to establish the principles 
above set forth. 


The committee consisted of the following 
Commissioners; John R. Dumont, Nebraska, 
chairman; R. B. Cousins, Texas; George Wells, 
Jr., Minnesota; Matthew H. Taggart, Penn- 
sylvania, and Arthur E. Linnell, Massachusetts. 


Our Home Life Appointments 


The Our Home Life Insurance Company 
of Washington, D. C., announces the appoint- 
ment of A. S. Maddox as agency manager with 
headquarters at the home office building. He 
will have charge of the company’s entire terri- 
tory. H. C. Walburn, S. Merrill Bemis and 
Karl Kregloe came to the Our Home with Mr. 
Maddox as agency supervisors. Mr. Walburn 
to operate in Washington and Maryland terri- 
tory, Mr. Bemis at Richmond and Mr. Kregloe 
at Roanoke. They all were connected with the 
International Life Insurance Company of St. 
Louis, which “was recently taken over by the 
Missouri State Life Insurance Company. Mr. 
Maddox was for several years Eastern manager 
of the International Life. 





“It’s a Small World” 


Vice-president H. G. Scott recently had a 
good illustration of how easy it is to get in- 
ternational publicity—if one has an interesting 
story to tell. 

In his office hangs the material for that which 
newspapers appreciate as “a darned good” fea- 
ture story. This material involves Andrew 
Carnegie’s first investment and a note for $400 
which Mr. Scott’s father, the late John Scott 
of Pittsburgh, endorsed for the then young 
Carnegie so that he might buy some stock in a 
fire insurance company. 

The story was written, at the request of 
Arthur L. J. Smith, president of Tur Spec- 
TATOR, for the Diamond Jubilee issue of that 
magazine published in July. It was in detail 
and accompanied by photographs of the note. 

The yarn was then put into newspaper style 
for the Pittsburgh Post-Gazette and was pub- 
lished August 8 also with photographs of the 
note. It went over the wires. The New York 
Times and other New York papers picked it 
up August ninth. Arthur Brisbane led his 
“To-day” column with it on August 10 and it 
was published throughout the United States. 

Mr. Scott received letters of comment fol- 
lowing the publication of this story and requests 
from several business magazines for other 
articles along the same line. 

The things that caused him to remark, “It’s 


a small world,” however, was the receipt of a 
letter from Dr. George J- Wright, former as- 
sistant medical director of Rel‘ance Life, who 
is at the Hotel Metropole, Brussels, Beligum, 
under date of August 23, Dr. Wright said: . 
“I just picked this out of the Paris edition 


of the ‘Herald. Your fame has _ reached 
Europe.” 
The clipping he enclosed reads: 
“Carnegie’s First 
Investment a Note 


(Special to The Herald) 

“Pittsburgh—The thrift of the Scot is shown 
in a record of Andrew Carnegie’s first known 
investment made public by H. G. Scott, vice- 
president and secretary of the Reliance Life In- 
surance Company of Pittsburgh, whose father, 
John Scott, advised Carnegie. 

“On March 27, 1857, Carnegie, with the ap- 
proval of John Scott, bought $400 worth of 
stock in the Monongahela Insurance Company 
of Pittsburgh. Carnegie was twenty-two. He 
did not have the $400. He gave his note and 
Scott. endorsed it. 

“On May 20, 1868. Carnegie made a pay- 
ment of $20 on the note. In like manner he 
made subsequent payments and in May, 1875, 
seventeen years later, a dividend check wiped 
out the then unpaid balance of $35.”—Reliance 
Life Bulletin. 











MANHATTAN LIFE RAISES LIMITS 
Company Will Now Write $100,000 on 
One Life 
The Manhattan Life Insurance Company of 
New York has announced certain liberalizations 
in amounts of risks as follows: Limits raised 
to $100,000; disability coverage up to $25,000; 
$50,000 on examination by one special examiner. 
The following amounts will be considered by 
the company hereafter for its own retention and 


coverage : 

Males Retention Coverage 
pe ae YS eee eee $ 5,000 $ 15,000 
Aes: TE WAS ts iaccnccee 10,000 30,000 
Agee: 22 10: Zovviscdcceedies 15,000 50,000 
Pe ae CSU ce dwacee ees 20,000 100,000 
Aimee) 1 OG aac cccessnsee 15,000 50,000 
Faia (GE Ch Ola atc ccound hes 7,500 25,000 

Females Retention Coverage 
ee Yrs $ 5,000 $15,000 
Ree Tee Bees a cawes oe vie 7,500 25,000 
Pe 28 Gh. Bean Kec ticces van 10,000 50,000 
ys a ee ee 7,500 25,900 


For the double indemnity benefit, coverage of 
$25,000 on standard male lives, ages 25 to 50, 
will be considered, and for other ages in pro- 
portion: Similar l:mits will also apply for dis- 
ability benefits with waiver of premium and in- 
come. For disability benefits with waiver of 
premium but no income payments, coverage will 
be considered for $50,000 on standard male lives, 
ages 26 to 50, and for other ages in proportion. 
There is no change in the present practice as 
regards disability benefits on female lives. 

The leaflet in which these changes are an- 
nounced has on its final page the significant an- 
nouncement “Foreshadowing greater things to 
come.” 
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GUSTAV C. WUERTH INTRODUCED > 


General Agents of New York City Meet 
President of Local Association 


At a luncheon held in the Lawyrs Club early 
this week, Gustav C. Wuerth, recently elected 
president of the Life Underwriters Association 
of New York, was introduced to a group of lo- 
cal managers and general agents. Mr. Wuerth 
is a soliciting agent of the Northwestern Mu- 
tual Life. The luncheon was presided over by 
Robert L. Jones, general agent of the State 
Mutual Life and a former president of the As- 
sociation. 

The managers present pledged their hearty 
support to Mr. Wuerth, after it was brought 
out that an agent has none of the advantages of 
the position which naturally accrue to a general 
agent nor has he an office organization to re- 
lieve him-of much of the work. Short talks 
were made by Julian S. Myrick, past president 
of the National Association of Life Underwrit- 
ers and Peter M. Fraser, general agent of the 
Connecticut Mutual Life, whom Mr. Wuerth 
succeeds as president. 


Roger B. Hull Ill 

Roger B. Hull, managing director of the Na- 
tional Association of Life Underwriters, is con- 
fined to his home with a sprained ankle. Mr. 
Hull strained a tendon and was forced to use a 
cane during the Detroit convention of the As- 
sociation. He responded well to treatment un- 
til last week, when a second injury forced him 
to give up the use of his leg temporarily. He 
‘s expected to return to his office late this week. 
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Millions of Prospects 


The states in which the Peoria Life is licensed have a 
combined population of more than sixty million people— 
approximately half the population of the United States. 
Sixty million men, women, and children, scarcely any with- 
out a need that life insurance can serve, and very few 
indeed whom Peoria Life agents are not equipped to 
serve— 

for the equipment of Peoria Life agents includes all the 
usual features and every standard policy form, both par- 
ticipating and non-participating plans, as well as liberal 
double indemnity and disability features. 

Further, the Peoria Life insures both single and married 
women on equal terms with men, including its regular 
disability benefits. It provides a special plan which wage- 
earning women find extremely interesting and useful. 

The Peoria Life insures children of any age from birth, 
with full protection in force at age five, and waiver of 
premium on death or disability of parent. Peoria Life 
educational policies may be arranged to mature at any 
specified date, such as the time for entrance in college, 
and can be made payable either annually or monthly over 
the four years of a college course. 

Nor are the advantages of Peoria Life service denied 
even to those risks who, by reason of physical impairment, 
are commonly barred from the benefits of insurance pro- 
tection. Practical and adequate provision is made for this 
class by the Peoria Life, which issues a policy on every 
application. Surely a Peoria Life agent can never suffer 
for lack of prospects when the entire population of his 
territory, regardless of age, sex, or physical condition are 
his legitimate prospects. 


Peoria Life Insurance Co. 


Peoria, Illinois 

































What does the name Eman- 
cipator mean to a Lincoln 
, National Life man? 


(1) The great Emancipator Honor 
Production Club. 

(2) The splendid Emancipator pol- 
icy. 

(3) The Emancipator Magazine 
which is the Bible read by every 
LNL man. 





THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


“Its Name Indicates its Character” 


FORT WAYNE, INDIANA 
Insurance in force more than $557,000,000 




















Rewritten, Enlarged and Improved 


THE ADJUSTER’S MANUAL 


C. H. HARBAUGH, M. D. 


Expert Examiner and Adjuster 


UNIQUE AND INDISPENSABLE 


This widely known and used book now in its third edition has 
been recognized as the standard publication of its kind for 
twenty years, and is the only book giving in condensed and 
convenient form just the information required by adjusters of 


ACCIDENT AND HEALTH CLAIMS 


Among the new articles in this edition are those upon 


IVY POISONING HERNIA 
CARBON MONOXIDE SEMILUNAR CARTILAGES 


POISONING SLEEPING SICKNESS 
WOOD ALCOHOL PROSTATE GLAND 
POISONING HYDROCELE 
SUNBURN ORCHITIS 
GOITRE HEMORRHOIDS 
CANCER OF THE VINCENT’S ANGINA 
STOMACH 


In addition to the new articles, all the valuable features of this 
excellent work are retained. Other new sections added relate to 


DIVISIONS OF THE BODY and ORGANS OF THE BODY 


New paragraphs have been added to every article under 
Diseases, on 


PROGNOSIS and TOTAL DISABILITY IRRESPECTIVE 
OF HOUSE CONFINEMENT 


About 50 New Illustrations are Added to This Edition, 
and the Glossary of Medical Words and Terms 
contains many New Words and Definitions 


For convenience, The Adjuster’s Manual is divided into three 
sections, as follows: 


SECTION I—ACCIDENTS 
INFORMATION 


PROMINENT SIGNS AND 
SYMPTOMS 


TOTAL DISABILITY 
PARTIAL DISABILITY 


PROMINENT SIGNS AND 
SYMPTOMS 
TOTAL DISABILITY AND 


HOUSE CONFINEMENT 


TOTAL DISABILITY BUT 
NON-HOUSE CONFINEMENT 


TOTAL DISABILITY IRRE- 





PROGNOSIS 
ADJUSTMENT SPECTIVE OF HOUSE CON- 
EFFECTS PARTIAL DISABILITY 
SECTION II—DISEASES PROGNOSIS 
NAMES ADJUSTMENT 
INFORMATION EFFECTS 
SECTION III 


This section takes up the different mineral and vegetable poisons 
that are taken intentionally or by mistake, giving a brief description 
of each drug, and considering the prominent signs and symptoms 
following the swallowing of different poisons, the length of time 
house confinement exists, the duration of total disability and partial 
disability, with advice on adjustment, and effects on the insurability 
of the individual after recovery is complete. 


Tue ApjusTER’s MANDAL is invaluable to those settling Acci- 
dent and Health Claims. 


Price, In Flexible Binding, $6.00. 


Liberal discount on wholesale quantities 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE Publishers 135 WILLIAM STREET 
CHICAGO NEW YORK 
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American Life Convention Opens 
(Concluded from page 3) 


real estate appraisals of city property bonds and 
stocks as investments for life insurance compa- 
nies and real estate titles and title insurance as 
protection to investors. 

Those who took part in the discussions in- 
cluded Retiring Chairman W. H. Hinebaugh, 
president of the Central States Life of Chicago; 
R. T. Byers, vice-president and loan officer of 
the American Central Life; Wilbur S. Sher- 
wood, assistant treasurer of the Travelers In- 
surance Company; Herbert Becker, vice-presi- 
dent of the Chicago Title and Trust Company; 
and D. T. Torrens, vice-president and loan of- 
ficer of the Kansas City Life. 

Robert J. Merrill, vice-president of the 
United Life and Accident Insurance Company 
of Concord, was elected chairman of the finan- 
cial section and Mr. Torrens was made secre- 
tary. 

Opposition to federal and joint stock land 
banks was declared today by Russell T. Byers, 
vice-president and loan officer of the American 
Central Life of Indianapolis, in his address on 
“Should the Investment Laws Affecting Life 
Insurance Companies Be Liberalized and How’” 

The government has set up and is fostering 
an organization which is not strictly a govern- 
mental agency, but through tax exemption has 
the benefits of such agency, he declared. “It 
has thereby put that organization into improper 
competition with insurance companies, savings 
banks and the owners of other private funds. 

“This competition in the hands frequently of 
politicians unfamiliar with business of lending 
money, directly contributed to excessive loans, 
to the land price inflation and to the present 
unfavorable farm situation. 

“As to joint stock land banks, the govern- 
ment has in this instance not only set up a 
quasi-governmental agency, contrary to sound 
economic policy, but has subsidized, through 
tax exemption, one group of private investors 
and citizens as against another group of private 
investors and citizens.” 

The chief entertainment feature of the Amer- 
ican Life Convention meeting will be held at the 
Algonquin Country Club tonight in the form 
of a stag dinner, at which all those in attendance 
at the sessions will be guests of the convention. 


American Central Life Contest 


The annual turkey tournament of the Ameri- 
can Central Life Insurance Company of In- 
dianapolis will start next Monday, continuing 
to November 23. Twelve-pound turkeys will 
be awarded to all agents producing $15,000 or 
more new insurance during the tournament. 
Those having second-premium business subject 
to renewal will be required to show a 65 per 
cent ratio, or better, to qualify. 

An unusual feature of the tournament this 
year will be the awarding of two-pound plum 
puddings to American Central girls. The com- 
pany’s house organ, “American Central Items,” 
devotes its current issue to the tournament, and 
the great American bird, and the historic plum 
pudding are pictured. 





. ton Lackey, of Hartford. 


INCREASES CAPITAL 





Missouri State Takes Expected Action 





TO RAISE $2,000,000 





New Shares Will Go to Stockholders on 
Basis of One for Three—Fund to Be 
Added to Surplus 


St. Louis, Mo., October 8—The board of 
directors of the Missouri State Life Insurance 
Company to-day voted to recommend that the 
stockholders of the company at a special meet- 
ing to be held on December 8 raise the capital 
stock from $3,000,000 to $4,000,000. 

The additional stock, par value $10 a share, 
will be sold to present stockholders at $20 a 
share on the basis of one share for each three 
shares now held. The additional $1,000,000 
will be added to surplus. 

Hillsman Taylor, president of the company, 
explained the recent acquisition of the Interna- 
tional Life and the expanding business of his 
company made a larger capital and surplus 
desirable at this time. The Missouri State life 
is now the largest company west of the Missis- 
sippi river with $1,140,000,000 of insurance in 
force and assets of $125,000,000. 


Correction in Shenandoah Life Figures 


We much regret that figures for 1927 pur- 
porting to be those of the Shenandoah Life In- 
surance Company, of Roanoke, Va., presented 
on page A-269 of the Life Volume of The In- 
surance Year Book for 1928, are erroneous in 
certain columns covering the insurance account 
and financial statement. The correct figures for 
1927 for the following items are as here given: 
Number of new policies written, 5883; amount 
of new business written, $21,331,579; number of 
policies outstanding, December 31, 1927, 21,957; 
amount of insurance outstanding, $66,544,835; 
assets, December 31, 1927, $4,295,249 ; liabilities, 
$3.353,457; surplus, $941,792. 


These errors occur in the section entitled 
Life Insurance History, and only the columns 
above enumerated are affected by the errors, 
which evidently were caused by the inadvertent 
use in those columns of figures relating to an- 
other company. 


K. H. Mathus to Be Married 

Kenilworth H. Mathus, of the publicity de- 
partment of the Connecticut Mutual Life Insur- 
ance Company and associate editor of the com- 
pany’s sales magazine, Conmutopics, will be 
married on October 13 to Miss Ila Marie 
Lackey, daughter of Dr. and Mrs. John New- 
The wedding will 
take place at the Central Baptist Church, that 
city. 


The bride is a graduate of Elmira College, 
1926. The groom holds the degree of Ph.B. 
from Brown University, in the Class of 1922, 
and is a member of Phi Delta Theta fraternity. 

Many insurance men from Hartford and out- 
of-town places are expected at the ceremony. 
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NEW LIFE COMPANY IN UTAH 
Pacific Life Being Organized With Au- 
thorized Capital of $1,500,000 


Satt Lake, Uran, October 8.—Articles of 
incorporation have been filed by the Pacific 
Life Assurance Company, headquarters of which 
will be in Desert National Bank Building, this 
city. An authorized capital of one and one- 
half million dollars is listed. Twenty-five di- 
rectors in Utah and Idaho and one in Los An- 
geles will invest $20,000 each in the new com- 
pany. 

Officials state the president and manager 
will be Carl R. Marcusen, a Price, Utah, bank- 
er, and politician of note in the State. N. L. 
Morris, candidate in 1916 for Governor of Utah 
on the Republican ticket and for many years 
prominent in business, religious, civic and char- 
itable affairs of Utah, will be secretary treas- 
urer. One of the directors is Ernest Bamberger, 
candidate at the November elections for United 
States Senator on the Republican ticket. 

All standard forms of life insurance will be 
written and some new forms are expected to be 
added. A license to write business in Utah has 
been applied for. Other States w:ll be entered 
shortly. President Marcusen claims that the 
capital and surplus will be sufficient for more 
rapid expansion than is usual with new life 
companies. 


International Life Examination Expense 


In an account of the expenses of the Inter- 
national Life Insurance Company examination 
in THE SpEcTATOR of September 20 it was said 
that the statement of expenses in connection 
with the examination showed that a total of 
$5000 was collected by Charles R. Detrick, in- 
surance commissioner of Cal/fornia, and that 
the advances made to Mr. Detrick included 
the expenses of Deputy Insurance Commissioner 
Hall of Montana. 

THe Spectator has received from Commis- 
sioner Detrick a letter showing the disposition 
of the $5000 referred to as follows: 





Tetal GANG facia tdeees ésedtewawerrceles $5,000.00 
Deduct payments made on account 
of Montana State Department for 
deputy commissioner and exam- 
iners— 
Co Wea doa ci cseccteewas $337.41 
Barrett. N. Costeticccssccsane 419.82 
Cath: B. TIGIMGG h6s ccncsacas 1,732.95 
Total cost, Montana department........ $2,490.18 
$2,509.82 
R.R. 
Fareand _ Ex- Per 
Pullman penses Diems 
C. R. Detrick... $200.46 1k . ere 
W. Schleip.... 126.14 352.00 $463.00 
P. M. Johnson. 182.69 34.50 30.00 
C. L. Swanton. 201.86 114.00 350.00 
Tel. & Tel., Post- 
and Sundries ...... S078) 4 cies 
Stenogarpher .. _...... I2GE) n.tnnun 
| re $711.15 $953.67 $845.00 2,509.82 


Death of George W. Ryan 

George W. Ryan, general agent in Pittsburgh 
of the Provident Mutual Life Insurance Com- 
pany, died Friday, October 5, following an 4t- 
tack of appendicites. Mr. Ryan was widely 
known and was prominent in the Life Under- 
writers Association of Pittsburgh and the Na 
tional Association of Life Underwriters. 
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General Agents Wanted 


Profitable territories now available in Florida, Vir- 
ginia, Kentucky and North Carolina. Write today to 


THE PROVIDENT LIFE AND 
ACCIDENT INSURANCE COMPANY 
of Chattanooga, Tennessee 


Life Accident Health Automobile Accident 


FIRE REINSURANCE TREATIES 
Eagle Fire Insurance Company 


New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thumas B. Donaldson 


18 Washington Place. Newark, N. J. 





eiinieen 


























Address Home Office for Agancy Connections 


Tum FAMPTON [KOADS 


— = 
FiRE ann MARINE INSURANCE COMPANY 


rr em ee 
GENERAL OFFICE 
NORFOLK,VIRGINIA 


HENRY G. BARBEE 
Presieent 


P. D. BAIN 
Chairman of the Board 

















OPPORTUNITY! 


Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 


























WERE... Teena 


PUBLICATIONS OF C. & E. LAYTON 
The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England, 
whose long list of publications on fire, life, marine and other branches of 
= embrace the most valuable and standard treatises on these sub- 
ects. 











SEND TEN CENT STAMP FOR CATALOGUE. 


THE SPECTATOR COMPANY 
CHICAGO 





NEW YORK 














OMAHA LIFE INSURANCE CO. 


Distinctive 
Policies and Service 


E. M. SEARLE, Jr., PRES. 


Dodge at 15th Street Omaha, Nebraska 
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SAN FRANCISCO 


NEW YORK 
RICHMOND 


MINNEAPOLIS 


Marsh & McLennan 
INSURANCE 


Fire Liability Marine 


175 W. Jackson Blvd., Chicago 


London Seattle Montreal] 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 

















WHICH ROAD? 











The Right Selection 


ALWAYS select the road offering safe and easy 
travel, assuring a quick arrival at your des- 
tination. 

MANY agents select the Commonwealth 
Casualty Company as offering the safest and 
quickest road to insurance success. 

SOUND contracts, dependable service and full 
co-operation make their traveling easy. 


WHICH road will you take? 


Commonwealth Casualty Co. 
(OLDEST PHILADELPHIA CASUALTY COMPANY) 


Philadelphia 


E. W. COOK 
Vice-Pres. & Gen"l Mer. 


W. FREELAND KENDRICK 
President 
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TO ENFORCE SEPARATION 





Eastern Underwriters Association 
Acts at First Fall Meeting 





SEVERAL NEW MEMBERS 





Statement Issued by Sumner Rhoades In- 
dicates No Change in Rules 

At the first fall meeting of the Eastern Un- 
derwriters Association held last week in New 
York the following companies were elected to 
membership: Empire State Insurance Com- 
pany, of Watertown, N. Y.; Halifax Fire In- 
surance Company, United States branch; 
Bankers and Merchants Fire Insurance Com- 
pany, of Jackson, Miss.; Mutual Insurance 
Company, of Jackson, Miss.; Mutual Insurance 
Company, of Hagerstown, Md. (stock com- 
pany); Great National Insurance Company, of 
Washington, D. C.; Raritan Valley Insurance 
Company, of Raritan, N. J. 

Manager Sumner Rhodes announced that the 
Association had come to a definite conclusion 
in regard to the rules governing clear agencies. 
He said it was decided to make no amendment 
to the rules as to the obl’gation of members 
domiciled in clear agencies. He issued a state- 
ment, in part as follows: 

“The New Jersey situation was briefly con- 
sidered and, in view of the fact that no decision 
from the court as to the constitutional:ty of 
the recent amendment to the insurance law could 
be expected in the next few weeks, it was 
decided to extend the time limit of the present 
Eastern Underwriters Association commission 
scale for New Jersey until December 31, 1928. 

“The scale of commissions and agreements 
previously adopted for Boston were temporarily 
suspended, pending the completion of negotia- 
tion between the Boston committee and the 
Boston agents inasmuch as an argument is be- 
lieved to be nearly consummated. 

“The association voted that commissions on 
use and occupancy to 15 and 25 per cent in ordi- 
nary territory should be at the same rate as 
named for property damage on the building 
wherein or whereon such use and occupancy 
applies.” 

Members of the Association, because of the 
action on the clear agencies, must maintain the 
clear status of agencies which signed the agree- 
ment to represent only affiliated stock companies 
and accepting the scale of commissions applic- 
able to such agencies. If that status has been 
changed either by the agent’s subsequent taking 
on of a non-affiliated company or by the retire- 
ment of any previously affiliated company from 
membership in the Eastern Underwriters Asso- 
ciation the clear status must be restored or 
the affiliated companies must withdraw. The 
rule as regards the presence in clear agencies 
of certain classes of mutual companies remains 
unchanged. - 


Fire Prevention Week 
(Concluded from page 3) 


mendously reduced. The theory is logical and 
it is safe to assume that it has been and is a 
good thing to point out in season and out of 
season to a people that is notriously careless in 
its handling of matches, lighted cigarettes, gas 
stoves, rubbish in houses, garages and other 
places, and almost countless other uses of fire, 
that they should act more like thinking beings 
than irresponsible children. But the Nationa! 
Board of Fire Underwriters, adopting for a 
slogan this year “It Is False Economy to Take 
Chances With Fire” is even more strongly 
stressing the absurdity of expecting to avoid 
fires if there is poor building construction. So 
the campaign of this fire prevention week is 
everywhere calling attention to the necessity 
of the insistance on sound principles of build- 
ing construction, that fire resistive buildings 
must be had and that the public must be edu- 
cated to this need and made to realize that it is 
the most false economy to allow poor construc- 
tion. The fire prevention week poster which is 
seen everywhere contains the significant state- 
ment, “this loss will continue until Americans 
grow careful, erect safe buildings and prevent 
fire in every way.” 

The National Board has reached the conclu- 
sion that it is high time to put less stress on the 
word “careless” and more emphasis on the fact 
that Americans are practicing false economy by 
not erecting fire-safe buildings. Like the poor, 
the careless will always be with us and one of 
the best safeguards against the fires they may 
cause is to have American buildings so con- 
structed that they will resist the fire until the 
fire department arrives. 

How extensive is the present fire week pre- 
vention campaign is indicated by some of the 
figures given above regarding such things as 
the radio broadcasting, speakers, etc. There 
are others equally significant. The textbook, 
“Safeguarding the Home Against Fire,” m‘ght 
well be classed among the best sellers since it 
has now reached 1,250,000 copies. Some 50,000 
copies are being distributed this week. Fire 
prevention advertisements have been furnished 
to newspapers. Two and a half million fire 
prevention stickers have been distributed. Puz- 
zles, that interest children and at the same time 
instruct them, have been well received. One, 
“Is Your Home Safe,’ has in three weeks 
gained a circulation of 500,000 copies. Stereop- 
tican slides, in addition to the motion picture 
films are being shown. 


New Florida Commissioner 


M. V. Knott has succeeded J. C. Luning as 
State treasurer and insurance commissioner of 
Florida. 
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CHICAGO SITUATION 





Union Recommendations Not to Be 
Taken Up Until After Bureau 
Meeting 





NEW IMPASSE PROBABLE 





Bureau May Take No Action Thus Leaving 
Situation More Involved Than Ever 


Cuicaco, Itt., October 10.—Grim uncertainty 
confronts the compromise plan of fire insur- 
ance commissions in Cook County as a result 
of the recent action of the Union in approving 
it in principle but making its final acceptance 
contingent upon several recommendations for 
revision. The joint conference conmnittee 
which evolved the plan for the Union, Bureau 
and the Chicago Board of Underwriters met 
last week and decided not to act upon the Union 
recommendations until after the meeting of the 
Bureau at Old Point Comfort, Va., to-day. 

Thus the attention of the local underwriters 
is turned to the Bureau meeting, but men high 
in the counsels of the Bureau are not so sure 
that anything will take place. In fact they say 
that there is nothing that the Bureau can do. 
They point out that the Chicago Board adopted 
the proposal of the conference committee with- 
out change, but that when the Union made rec- 
ommendations for its revision, the plan ceased 
to be that which was proposed by the conferees. 

It also is said that the Bureau has not been 
formally appraised of the action of the Union 
but that it has been informed of the adoption 
by the Chicago Board. In this one fact the 
local agents see a way out of the dilemma. 
They say that the Bureau can act upon the plan 
of the conferees without reference to the pro- 
posals of the Union, which would leave the 
latter open to arbitration. They also point out 
that the Union referred the plan back to the 
conferees with authority to act. The local un- 
derwriters are hopeful that the Bureau will make 
some expression so that the conferees can be 
aided in working out a final solution. 


fEtna’s Georgia Appointment 

Announcement is made of the appointment of 
E. Harvey Stover as special agent in the State 
of Georgia for the A=tna Insurance Company 
and the World Fire and Marine Insurance Com- 
pany, of the A<tna fire group, to assist State 
Agent Clarence L. Ruse. Mr. Stover was born 
in Rapidan, Va., and following a high school 
education was graduated from Hampden Sid- 
ney College with a B.S. degree. He joined 
the AZtna Insurance Company as a map clerk in 
the Southern department, and later was placed 
for further training in the office of the A=tna’s 
Hartford agency. 
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SUPERIOR 
SERVICE! 


The word SERVICE in its true sense, 
is the keynote constantly sounded 


throughout this rapidly growing or- 
ganization. 

Let us prove that our SERVICE is 
SUPERIOR by placing your next 
Bond with the 


DETROIT FIDELITY AND 
SURETY COMPANY 


HOMER H. McKEE, President 


DETROIT, MICHIGAN 




















Field Annuals 


{Insurance Directories 


for 


*Greater New York 

{New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 








Texas 


*City and Suburban. 
tExclusive of Greater New York. 


cach volume contains a complete list of agents in 
the territory covered, with address, list of com- 
oanies represented, etc. 


Many new features are incluaed that will be found 
anly in “Field Annuals.” 


Price of each $5.00 Postpaid 
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An Extract From | 
Best’s 1928 Reports— 


“This Company [Northwestern National Life, Minneap- 
olis] is jointly controlled by its policyholders and shareholders. 
The directorate is composed of prominent business men of 


the Northwest, leaders in the financial, commercial, and in- 
dustrial world, who actively direct the affairs of the Company 
through an executive committee composed of six of its mem- 
bers. It has had a very rapid, yet conservative 
growth. Its surplus is ample. The expense of management 
and the cost of new business is low. The mortality rate is 
very favorable. Its investments are diversified and yield a 
very good return. Death claims are promptly paid. 
Net cost under its participating policies is very low. 

*Our general rating of this company is ‘excellent’ 

“Dividends on the stock are limited to the interest on the 
capital and the profits derived from non-participating business. 
No surplus derived from participating business paid to share- 
holds. Thesere provisions are all praiseworthy and 
very fair " —Best’s Life Insurance Reports, New York, 1928. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD, parsmext 
Minneapolis.Minn. 





STRONG ‘LIBERAL 


The Company combining with all the advantages of mutuality, 
the benefits of a substantial capital. 


*Highest rating awarded. 
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Another ATLANTIC 
Advantage! 


Rated as “Excellent” by 
A. M. Best and Company 


Honestly It’s the Best Policy 
Atlantic Life Insurance 
Company 


Richmond, Virginia 























(jeneral ccident 


‘FIRE AND LIFE 


ASSURANCE CORPORATION, Li. 


FREDERICK RICHARDSON, United States Manager 
GENERAL BUILDING - 47! & WALNUT STS. 
PHILADELPHIA 


















ACACIA 


A Service Institution—Not a Commercial Company 
Over $284,000,000 


UMGUEANCE IN FORGE s.6.60655:6:0e es Sod 
PINE ai aioe she's 5 ha tavecolece alaroh sree arses Over 25,000,000 
Ideal Agents’ Monthly Income Contract 
Low Net Cost Real Service 


ACACIA MUTUAL LIFE ASSOCIATION 


William Montgomery, President 
WASHINGTON, D. C. 
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PACIFIC AMERICAN 
FORMED 


Los Angeles Company One of Group 
Headed by Pacific Mutual Life 








LEE A. PHILLIPS IS PRESIDENT 





Company Has Capital of $1,000,000 and 
Surplus of $3,000,000—Admission in 
Several States Applied For 
Interests affiiated with the Pacific Mutual Life 
Insurance Company of Los Angeles have 
formed the Pacific American Fire Insurance 
Company. The new company is to have a 
capital of $1,000,000 and a surplus of $3,000,- 
000, paid up. Its home office will be at Los 
Angeles. Its pres:dent is Lee A. Phillips, 
executive vice-president of the Pacific Mutual 
Life and president of the Pacific Indemnity 
Company. The capital stock of 100,000 shares 
of a par value of $10 each sold at $40 a share. 
Mr. Phillips announced that headquarters of 
the new company will be opened in the Pacific 
Finance Build:ng and that the company will be 
ready to write business in thirty days. The 
active management of the company is to be in 
charge of vice-presidents O. Rey Rule and D. 
W. Pierce. Mr. Phillips will look after the 
finances. The company has applied for admis- 
sion to California, Oregon and Washington 
and later expects to enter Arizona, Idaho and 

Nevada. 

The officers, in addition to President Phillips 
and Vice-Presidents Rule and Pierce, are: L. 
C. Rollins, secretary; and Preston Hotchk’ss, 
treasurer. All are connected with the Pacific 
Mutual Life, the Pacific Indemnity Company 
and the Pacific Finance Corporation, compris- 
ing the Pacific Mutual group of companies 
which will now be equipped to write every line 
of insurance and of financing. 

The board of directors comprises Morgan 
Adams, president, Mortgage Guaranty Co-; F. 
S. Albertson; A. M. Chaffey, president, Califor- 
nia Bank; George I. Cochran, president, Pa- 
cific Mutual Life; C. H. Crawford; J. Dab- 
ney Day, president, Citizens National Bank; 
W. P. Fuller, president, W. P. Fuller Co.; 
Percy Goodwin, San Diego insurance agent; 
Stuart S. Hawley; Preston Hotchkiss; Rob- 
ert Hunter, president, Hunter-Dulin Co.; E. 
Janss, president, Janss Investment Co.; W. P. 
Jeffries, president, Los Angeles Investment Co. ; 
James R. Martin; Ben R. Meyer, president, 
Union Bank & Trust Co.; Athol McBean, 
president, Gladding-McBean Co.; John B. 
Miller, president, Southern California Edison 
Co.; E. J. Nolan, president, Merchants Bank; 
B. F. Nysewander; Stuart O. Melveny, presi- 
dent Title Insurance & Trust Co.; Lee A. Phil- 
lips; H. M. Robinson, president, First National 
Trust & Savings Bank; Victor H. Russetti, 
vice-president, Farmers & Merchants National 
Bank; O. Rey Rule; James A. Talbot, presi- 
dent, Richfield Oil Co.; C. C. Teague, president, 
California Fruit Growers Exchange; J. B. Van 
Nuys; G. *M. Wallace, vice-president, Security 
Trust & Savings Bank; H. M. Wheeler, presi- 
dent Rule & Sons. 


Florida Storm Losses 


Few, if any, of the American companies suf- 
fered losses in Porto Rico by the hurricane 
which devastated that island and then caused 
heavy losses in Florida. Amounts of the Flor- 
ida losses of many companies are still prob- 
lematical, but below are presented some of the 
estimates reported by individual companies to 
THE SPECTATOR. 

A number of companies which probably suf- 
fered some loss are not yet able to fix the ap- 
proximate amounts of their losses. The Lon- 


COSMOPOLITAN FIRE ORGANIZED 
New Company to Be Managed by James 
A. Blainey 
The Cosmopolitan Fire Insurance Company 
oi New York has a paid in capital of $1,000,- 
000 and surplus of $1,500,000. A public offer- 
ing of 60,000 shares of its stock, it is under- 
stood, will shortly be made. There are 100,000 
shares at a par value of $10 each, subscribed 
and paid for at $25 each. Of the surplus $500,- 
000 is to be set aside as contingent reserve. Di- 
rectors and others purchased 40,000 shares and 
the remaining 60,000 were subscribed and paid 
for by a banking syndicate headed by Parker- 

Robinson & Co., Inc. 

The officers are: Chairman of the board, 
Robert Adamson; president, James Lee Kauff- 
man; vice-president, Henry W. Wilson; vice- 
president and secretary, James A. Blainey; vice- 
presidents, A. F. Hancock, Eugene T. War- 
ner, J. Linfield Damon and Henry L. Lang; 
treasurer, Francis E. Storer. 

The directors include E. F. Albee, R. H. 
Arnold, Richard A. Corroon, Louis P. Christ- 
enson, Charles H. Consolvo, Carling L. Dinkler 
Charles Doherty, Frank A. Dudley, Julian M. 
Gerard, V. B. Halsey, William IF. S. Hart, 
William S. Kies, D. R. Lane, Trenholm H. 
Marshall, John McGuirk, Robert R. Meyer, 
T. G. Nee, Clarence K. Pistell, Frederick F. 
Proctor, Frank G. Reichle, Frederick S. Rob- 
inson, G. Foster Smith, Francis E. Storer, F. 
Harold Van Orman, J. Henry Walters, Joseph 
W. Ward, Burton F. White and John Zanft. 








Correction of Ajax Fire Figures 
The losses incurred by the Ajax Fire Insur- 
ance Company, Newark, N. J., in 1927, are 
erroneously stated in The Insurance Year Book 
for 1928, Fire and Marine Volume, page 23, 
as $33,093. The correct amount of losses in- 
curred was $3248. 





Death of D. F. Gordon, Jr. 

Daniel F. Gordon, Jr., only son of Daniel F. 
Gordon, second deputy superintendent of in- 
surance of New York State, died Tuesday night 
after a few days illness’ He was 15 years of 
age. 





lowa Second Deputy Resigns 
W. S. Dulaney, second deputy of the Insur- 
ance Department of Iowa, has announced his 
resignation. 
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don and Scottish, of London, the Northern of 
London, the London and Lancashire, of Lon- 
don, and the Orient, of Hartford, have no ade- 
quate information upon which to estimate ther 
losses in Florida. The Patriotic, of New York, 
and the Allemannia of Pittsburgh, report a 
small amount of insurance involved. The Pres- 
idential Fire and Marine, of Chicago, reports a 
small loss, though it had no insurance in force 
in the Palm Beach territory. 


INSURANCE INVOLVED AND ESTIMATED LOSSES 
IN FLORIDA STORM 


Approximate Esti- 

Insurance mated 
Name and Location of Company Involved Loss 
pe ee $300,000 
World F. & M., Hartford. ..... a 
Alliance, Philadelphia........... $103,950 30,790 
American Central, St. Louis... .. 60,000 20,000 
Baltimore American, N. Y...... dare 15,000 
Bankers & Shippers, N. Y....... ates 15,000 
eS” eee 256,395 100,000 
Caledonian, Edinburgh......... 35,000 8,500 
Camden Fire, Camden.......... Sites 7,000 
Detroit F. & M., Detroit........ 50,000 15,000 
Dixie Fire, Greensboro.......... 120,850 Py: 
Eagle, Star & Brit. Doms., London —_ 80,000 20,000 
Fire Association, Phila.......... aan 42,000 
Fireman’s Fund, San Francisco. . 135,000 
Georgia Home, Columbus....... 5,000 
Great American, N. Y.......... re *15C,000 
Hasover Vise, It. © 2... 2. c0c.00 es 75,000 20,000 
Home F. & M., San Francisco... pers 35,000 
Lumbermea’s, Philadelphia...... 135,000 15,000 
Mercury, St. Pathan... 5 ccc ccces Penge 30,000 
Michigan F. & M., Detroit... ... 9,000 4,000 
Milwaukee Mechanics, Milw... . 10,000 5,000 
National Liberty, N. Y......... 9 Gt 75,000 
National Security, Omaha....... 50,500 15,150 


New Jersey, Newark........... 20,000 


New York Underwriters, N. Y... 174,524 43,631 
Old Colony, Boston............ 91,625 20,000 
a 8. ® Seen Wake 16,000 
Peoples National, N. Y......... 6,000 


Reliance, Philadelphia.......... mad 
Savannah Fire, Savannah....... Pay 920 
Springfield F. & M., Springfield. 63,000 

St. Paul F. & M,, St. Paul...... 100,000 


Travelers Fire, Hartford........ 48,500 25,000 
Urbane Fire, Paris.............. 75,000 15,000 
Victory, Philadelphia........... nee a 4,000 

11/965 


Virginia F. & M., Richmond..... 





* Including possible Porto Rico losses. 


Insurance Institute’s Annual Meeting 


The annual conference of the Insurance In- 
stitute of America, Inc., will be held on Tues- 
day, October 23, on the twelfth floor of 85 John 
street, New York city. Through the generous 
courtesy of the National Board of Fire Under- 
writers, the conference will be held in their 
executive committee room. It will convene 
promptly at eleven o'clock, and adjourn at one 
o'clock for luncheon. There will be no after- 
noon session. In the evening, the delegates will 
be the guests of the Institute at the dinner to be 
held at the Hotel Astor precisely at 7 o’clock. 


John Hancock’s Farm and City Mortgage 
Loans 

During the first nine months of 1928 the 
John Hancock Mutual Life Insurance Com- 
pany of Boston, through its committee of 
finance, accepted mortgage loans totaling $32,- 
890,350.81 to yield 5.54 per cent interest. Of 
this total amount, $13,034,617.81 was on 1857 
farms yielding 5.24 per cent; and $19,855,733 00 
on 1390 city properties, including 1132 dwelling 
houses and 229 apartment buildings, housing in 
all 4896 families. The interest yield on city 
loans is 5.73 per cent. 
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Another Theatre Holocaust 


By C. C. DomIncE 
Fire Underwriter 


The same old story was repeated in far away 
Spain the other day when the Novedadas The- 
atre, an old-time amusement house, was practi- 
cally reduced to ashes. Perhaps 120 people lost 
their lives and close to 500 were injured—many 
of them seriously. The fire was first discov- 
ered by those in the upper galleries when an 


electric spark followed by flames quickly 


ignited the inflammable scenery and properties. 
There was an immediate rush toward the exits 
which quickly became blocked. The flames 
rose with terrifying rapidity, sweeping out from 
the stage over the walls and quickly enveloping 
the roof which crashed with a deluge of flam- 
ing timbers. An Associated Press Despatch 
stated that “Most of the victims were not 
burned, but were either crushed or suffocated 
during the stampede for the exits.” 

The writer, who has written many articles on 


ia 


theatres for the benefit of the .1surance frater~ 
nity, again wishes to emphasize ‘he principal 
safeguards, which are: 

1. The providing of ample automatic juick- 
opening smoke vents over the stage. 

2. The thorough equipment of the stage with 
automatic sprinklers. 

3. A properly constructed proscenium wall 
with the stage opening protected by an approved. 
fire curtain installed in a standard manner. 

4. The providing of ample exits and stair~ 











( 
© 


JHE AMERICAN 
|nsurance@mpany 
NEWARK, N. WJ. 





OCTOBER 


EXPLOSION AND RIOT 
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HOUGH known generally by 
the misleading term “Side 
Lines” we are convinced that 
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success for the local agent lies in the 











income-producing possibilities of these 
affiliated coverages of the Fire Company. 

We believe that the surface 
has not as yet been scratched, due to 
two reasons - lack of interest, and lack 
of knowledge. Go overcome these de- 
terrents, our entire executive organization 
is devoting all available time and energy 
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& Civil Commotion Insurance. 
Ghe current issue of our house 
organ “American Service” ex- == 











plains these coverages and gives | 














numerous sales suggestions. Our } 
monthly window poster, because of its 
homely appeal, attracts the interest of 
passers-by; while the direct-mail feature 
is covered by a new and different type 
of folder entitled “YOU Be Ghe Judge!” 

Ghese, together with the aid of 


all members of our organization, who 





























to the end that American agents 
shall lead the field. An entire 
month is given over to each line. 

Ghis month we are 
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Your Fist Sefeguard je EXPLOSION INSURANCE 


have made preparations to give 
intelligent and sympathetic co- 








operation, will provide the im- 
petus necessary to achieve our 
ambitions for our Agents. 
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C. E. RICKERD HEADS 
CONFERENCE 


Advertising Men Conclude Sessions 
at Washington 








MEMBERSHIP AMENDMENT TURNED 
DOWN 





Mail Vote Is Rescinded—Attendance Light 
—George E. Crosby’s Illness Was 
Unfortunate 
The final session of the Insurance Advertis- 
ing Conference at Washington last week re- 
sulted in the election of C. E. Rickerd, adver- 
tising manager of the Standard Accident Com- 
pany of Detroit, as president for the ensuing 
year. Mr. Rickerd succeeds Clifford Elvins, 
of the Imperial Life of Canada, who was, how- 
ever, made chairman of the executive commit- 
tee. W. W. Darrow, of the Home Insurance 
Company of New York, and E. A. Brock, of 
the Great West Life, of Winnipeg, were elected 
vice-presidents, Luther B. Little of the Metro- 
politan Life became treasurer and George E. 
Crosby was re-elected secretary. Other mem- 
bers of the executive committee as elected are 
John Hall Woods, Great Northern Life; H. A. 
Warner, Maryland Casualty; B. M. Mills, 
Bankers Life of Iowa, and H. V. Chapman, 

Ohio Farmers Insurance Company. 

It is understood that the choice of the nom- 
inating committee was opposed from the floor, 
the opposition candidate having been John W. 
Longnecker, advertising manager of the Hart- 
ford Fire Insurance Company. 

The amendment to the membershp section 
of the by-laws, which was carried by a mail 
vote sometime ago, failed of ratification in the 
executive committee and consequently came be- 
fore the delegates for action. The mail vote 
was thereupon rescinded. The amendment would 
have provided that class B members be given 
the right to vote. These members are drawn 
from pursuits akin to those of advertising man- 
agers of insurance companies who form the 
class A membership. 

Following the business session the delegates 
repaired to the White House where they were 
received by President Coolidge and a photo- 
graph of the reception was taken. Later a pil- 
grimage to Arlington Cemetery was made. 

The sessions of the conference would, per- 
haps, have been somewhat better organized had 
it not been for the unfortunate illness of George 


E. Crosby, publicity manager of the A£tna In- 
surance Company, secretary of the Conference, 
and chairman of the program committee. Mr. 
Crosby came to Washington and had to go 
to bed almost immediately. He was threat- 
ened with pneumonia. His sudden illness leit 
the entire burden of the program on President 
Elvins, who, not having made the arrangements, 
was not fully prepared to get the best results. 
The attendance was hardly up to expectations, 
although it was very representative. Washing-- 
ton did not prove to be as much of a Mecca 
as might have been expected. 


PLANS OF FIRST NATIONAL 
New Seattle Company Will Have Capital 
and Surplus in Excess of $3,600,000 

SEATTLE, Wasu., October 5.—Capital and 
surplus of the First National Insurance Com- 
pany of America, whose formation was an- 
nounced three weeks ago by prominent Seattle 
men, will be $3.600,000, instead of $2,100,000 us 
first contemplated, according to announcement 
by H. K. Dent and O. D. Fisher, president and 
chairman, respectively, of the First National 
and of the General Insurance Company of 
America. The new company ‘s allied with the 
General. 

Increase in capital came about from the large 
oversubscription and desire of many local cap- 
italists to participate. The organizers, who are 
also the founders of the General Insurance 
Company, increased the capital so as to inspire 
greater confidence. Only two insurance com- 
panies on the coast will outrank the First Na- 
tional in capital and both of these are very old 
institutions. First National will start out as 
the largest member of the “of America” group 
of insurance companies built up here in the 
past five years. 

Besides the General and the First National 
these companies are: the General Casualty 
Company of America, the Western Insurance 
Company of America and the American Insur- 
ance Agency. 


Fire Prevention Year Book 
The 1928 edition of the Fire Prevention Year 
Book has been published by Hough-Lawson, 
Inc., Baltimore. It contains numerous enlight- 


ening articles pertaining to various aspects of 
fire prevention and extinguishment, tending to 
strengthen municipal fire defenses. 
93 pages and its price is 50 cents per copy. 


It contains 
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ADDRESSES AGENTS 


Charles C. Hannah Discusses Public 
Service of Insurance 








EXTOLS NATIONAL BOARD 





Work of Organization Results in Saving 
of Life and Conservation of Property 
and Money 


Charles C. Hannah, manager of the Eastern 
department, Fireman’s Fund Insurance Com- 
pany, San Franciso, spoke last evening before 
the New Hampshire Associaton of Insurance 
Agents at Manchester, N. H., on “Fire Insur- 
ance and Public Service.” Mr. Hannah will 
speak on the same subject this evening before 
the Vermont Association of Insurance Agents 
at Rutland, Vt. 

Mr. Hannah told the agents that it could be 
taken for granted that they were thoroughly 
familiar with the purely business side of fire 
insurance, its routine, rules, coverages, rates, 
loss adjustment procedure and policy contracts. 
He wished to discuss a phase of the operations 
of the business that is not so well known, or 
perhaps better to say, not as thoroughly recog- 
nized, since he believed it just as important 
that the agents be acquainted with the public 
service activities of the fire insurance business 
as with its rates and forms. 

He said that he had no disposition to por- 
tray the fire insurance business as a charitable 
institution, designed and operated only to fur- 
ther the interests of mankind and without hope 
of gain. Stock fire insurance, he said, is a busi- 
ness conducted for the purpose of earning a rea- 
sonable profit on money put to the hazard of 
loss and on the ability and energy devoted by 
those who have made it their career. But that 
fact, he pointed out, did not debar it from pos- 
sessing high ideals of service and expressing 
them through and apart from its business pro- 
cedure. 

Fire insurance, he asserted, in its normal, 
business functioning renders a very definite and 
high character of service to mankind in that it 
provides financial protection against loss for 
individuals and for business enterprises of all 
kinds. It safeguards credit, which is the foun- 
dation of modern business, acting in that ca- 
pacity as the cassons under the foundation which 
keep it steady and secure, while credit, in turn, 
supports the mighty structure of present-day 

(Concluded on page 3) 





The White House Reception of Delegates to the Insurance Advertising Conference. President Calvin Coolidge May Be Seen in 


the Front Center Flanked on the Left by Clifford E 





Newly Elected President 
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lvins, Retiring President of the Conference, and on the Right by C. E. Rickerd, 
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NOW READY 
Some Problems 
of Longevity 


An Aid to Individual and Public Health 


A Broad and Absorbing Review of Factors Af- 
tecting Health and Length of Life 


By Frederick L. Hoffman, LL. D. 


Consulting Statistician The Prudential Insurance 
Company of America 


The scope of this valuable work is shown 


by its chapter titles: 


Introduction 

What is Longevity 

Problems of Human Increase 
The Marital Death Rate 
Fecundity and Birth Control 
Wasted Children’s Lives 

The Health of Primitive Man 
Civilization and the Death Rate 
The Health of the Negro 

The Dangers of Motherhood 
The Bar Sinister 

Health in the Tropics 

What Causes Death 

Vanishing Malaria 

Lingering Leprosy 

When the Heart Fails 

The Increasing Menace of Cancer 
Social Diseases 

Resistant Tuberculosis 

No Diphtheria 

Smallpox and Vaccination 
What is Hodgkin’s Disease? 
What is Addison’s Disease? 
Sunlight and Health 

The Human Constitution 

The Price of Health in Industry 
Long Life in the Army 

Health and Long Life in the Navy 
Living Underground 

Americans in Liberia 

Health Progress of East Africa 
Living in the Arctic 

The Rockefeller Foundation 
America’s Bloody Trail 

Tired of Life 


Disease Inheritance 


PRICE, $6 
Liberal discounts on quantity orders 
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THE 
Boston Mutual Life Insurance 
Company 


77 Kilby Street “7"¢ Company of he — BOSTON, MASS. 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 


ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
All desirable forms of up-to-date contracts issued. 
CORRESPONDENCE SOLICITED 


Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 


Massachusetts. 








ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 


JAMES W. STEVENS, Founder 
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A PRACTICAL AID FOR AGENTS 
A BRIEF COURSE IN THE SELLING 
OF LIFE INSURANCE 


By Tressler W. Callihan, M. A. 


The author of this excellent new work for life insurance agents, who is head 
of the Department of Education of the John Hancock Mutual Life Insurance 
Company, is well qualified to render assistance to agents in the selling of life 
insurance. 

In the two volumes of this book, which is intensely practical, agents are 
shown precisely how to write new business and retain the old. The methods 
set forth are based on actual experiences, and are clearly presented for the 
guidance of field men. 

In Two Volumes 


PRICE PER SET, $5.00 


THE SPECTATOR COMPANY 
Selling Agents 








CHICAGO NEW YORK 

















The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 


Independence Square Philadelphia, Pa. 

















for IN DIANA 


GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


COMMONWEALTH LIFE INSURANCE CO. 
LOUISVILLE, KY. 
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Fire Insurance 








THE INSURANCE YEAR 
BOOK 





Three Great Volumes of This Im- 
portant Work for 1928 Are 
Published 





AN ENCYLOPEDIA OF INSURANCE 





Contains Historical and Statistical Data 
Concerning Particular Companies and 
Many Valuable and Informative 
Tabulations 


That very comprehens:ve encyclopedia of in- 
surance information, The Insurance Year Book, 
1928-1929 edition, has just been published by 
The Spectator Company. This, the 56th annual 
edition of that most valuable standard source 
of insurance facts, which in its successive is- 
sues for 55 years has recorded the history and 
growth of the insurance business, brings the 
records up to January 1, 1928. The Insurance 
Year Book is issued in three great volumes, one 
being devoted to life insurance, another to fire 
and marine insurance, and the third to casualty, 
surety and miscellaneous insurance. 

The vast extent of the insurance business in 
1927 is indicated by the fact that the receipts of 
all classes of companies as shown in the three 
volumes of The Insurance Year Book reached 
the tremendous aggregate of $5,286,211,631, 
with an increase over the preceding year of 
about $350,000,000; while the resources of the 
companies of all classes amounted on January 
1 last to $20,485,454,822—an increase of about 
$2,150,000,000. The three volumes comprise over 
3800 pages and contain a wealth of information 
of service to every insurance man. 


THE FirE AND MarINE VOLUME 

The Fire and Marine Volume of The Insur- 
ance Year Book for 1928 embraces over 1200 
pages of useful information of such variety 
and scope that it is likely to be referred to daily 
in the office of any intelligent and energetic fire 
underwriter. Numerous questions arise in the 
course of bus:ness which require prompt an- 


The Comfortable 
Great Northern 
Hotel 





ee 





400 Newly 
Furnished 
Rooms 
$2.50 a day 
and up 


Sample Rooms 
$4.00, $5.00, 
$6.00, $7.00 

and $8.00 


de 
New Garage 


One-Half 
Block 





= =the a ae 


"TRAVELERS select the Great Northern for its 
wonderful location in Chicago’s “loop”. They 
return because the large comfortable rooms, home- 
like environment, attentive service, excellent food and 
moderate charges make it an ideal hotel. 
WALTER CRAIGHEAD, Manager 
Dearborn Street from Jackson to Quincy 








swers, and which the company official, manager, 
or general, special or local agent can quickly 
ascertain in one of the numerous divisions of 
The Insurance Year Book. A copy of the 
latest edition of this very valuable annual 
reference work should, therefore, be kept con- 
stantly available in order to save time and cor- 
respondence. 


A feature of The Insurance Year Book Ser- 
vice which has been found very useful is the 
Monthly Bulletin, prepared by The Research 
Bureau of Insurance of The Spectator Com- 
pany, and supplied without extra charge to sub- 
scribers. The latter are thus kept informed 
as to new companies, examinations and other 
information of importance affecting fire and 
marine insurance companies. Subscribers are 
also entitled to special confidential reports on 
fire and marine insurance companies on request. 

An important and interesting section in The 
Insurance Year Book is that devoted to His- 
torical Data. This traces the history of each 
company from its inception and states br‘efly 
the important events in its career, among the 
subjects which are treated being changes in 
capital, surplus contributions, conflagration 
losses, underwriting and investment profits and 
losses for 5 years, opinions as to administra- 
tion and reputation, company and board affilia- 
tions and other facts of moment. 


A column giving financial ratings of Ameri- 
can stock compan‘es, foreign companies’ United 
States branches and American mutual companies 
is also a feature of The Insurance Year Book, 
such ratings permitting a quick comparison of 
the relative financial strength of the respective 
companies. The classification of premiums and 
losses in 1927 for the various companies accord- 
ing to the kinds of insurance written, is an- 
other excellent feature of the fire insurance 
volume. Other features are specimen marine 
insurance policies for vessels and cargoes, the 
York-Antwerp Rules and interesting descrip- 
tions of general and particular average. 


A CoMPENDIUM OF Fire INSURANCE FACTS 


The Insurance Year Book, Fire and Marine 
Volume, is a veritable compendium of the de- 
tailed statements of the fire and marine institu- 
tions doing business in the United States, both 
Amer‘can and foreign, licensed and unlicensed. 
The latest detailed statements of the companies 
are included in the department entitled Reports 
of Fire Insurance Companies, which presents in- 
formation more or less exhaustive concerning 
about 1000 fire and marine organizations, in- 
cluding unlicensed companies. 

Data concerning each company are segregated 
so that practically all desired information relat- 
ing to a certain company may be found by one 
reference. Some of the information thus pre- 
sented is here mentioned: Company officials; 
directors; general and special agents, with the 
territory covered; tabulation of the principal 
items of the statements for five years (mutual 
companies, three years); financial statements 
as of December 31, 1927, showing the character 
of assets and liabiliites, with amount of each 
class; classification of risks and premiums in 
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force; business since organization; decriptions 
of real estate holdings, with more or less de- 
tail as to cost, market value, etc.; descriptions 
of mortgage loans; details of securities for col- 
lateral loans; description of classes of bonds 
and stocks owned, with market values, etc. 


The matter presented for each company 
entitled Historical Data not only gives informa- 
tion concerning San Francisco and. other con- 
flagration losses, capital changes and surplus 
contributions, underwriting and investment 
profits and losses, deposits, board memberships, 
etc., but presents opinions as to the standing 
and repute of the company and its management. 

The importance of the fire and mar-ne insur- 
ance transactions in the United States is shown 
by the aggregates for 1927 here presented, taken 
from the recapitulation tables of the fire and 
marine volume of The Insurance Year Book: 

Number of companies (419 stock companies), 
981; capital paid up (United States companies), 
$315,689,330; assets, $2,569,917,775; surplus, 
$945,774,738; net premiums, $1,154,922,292 ; total 
income, $1,309,471,001; losses paid, $566,638,- 
877; dividends (American companies, including 
mutuals) $105,935,465; expenses, $464,125,358 ; 
total expenditures, $1,136,699,700. 


OTHER INTERESTING FEATURES 
This great work also includes a list of 2813 
retired companies; a directory of 51,800 agents, 
1563 independent fire adjusters and 3031 attor- 
neys; 712 underwriters’ organizations and rat- 


(Concluded on page 31) 
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Corporation 


of America 


HORACE R. WEMPLE, Pres. 
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| TREATY and FACULATIVE 
FIRE RE-INSURANCE 


JANUARY, 1928 
Capital and Surplus, $1,324,348.38 
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Eighty-Four William Street 
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American Re-Insurance Co. 


of Pennsylvania 
New York, N. Y. 


$5,764,474.52 


67 Wall Street 
Assets 


Capital and Surplus’ - - 2,093,903.92 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - 3,157,505.00 


RE-INSURANCE ONLY 
CASUALTY LINES 


Competing with no direct-writing Insurance Company 





Qualified before U. S. Treasury and Licensed by Principal States 


Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 











What’s Ahead? 


If the answer does not satisfy, learn the 
advantages of a contract with Fidelity. 
More than 36,000 direct leads a year 
from Head Office lead service. 


Fidelity is a low net-cost Company, 
operating in forty states. Full level 
net premium reserve basis. Over $366,- 
000,000 insurance in force — growing 
rapidly. 

Write for our booklet “What’s Ahead?” 


The Fidelity Mutual Life Insurance Co. 
PHILADELPHIA 


Walter LeMar Talbot, President 














Provident Mutual 
Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 * 





Since premiums were much reduced January l, 
1927 the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January l, 
1928, shows on the average a greatly reduced 
cost to the policyholder, which should enable 
the Provident agent still further to increase 
his production and the size of the policy sold. 




















SALESMEN’S SAMPLES 


FURS LINENS 
DRESSES CLOTHING 
LINGERIE MEN’S WEAR 


CLOAKS & SUITS LEATHER GOODS 
Except Jewelry 


INSURED AGAINST ALL RISKS 


With Some Exclusions 


WHILE TRAVELING 


A. F. SHAW & CO., Inc. 


GENERAL AGENTS — ALL RISKS DEPT. 
ST. PAUL FIRE & MARINE INSURANCE CO. 


NEW YORK CHICAGO 
75 Maiden Lane Insurance Exchange 
Phone Beekman 4546 Phone Wabash 1068 


AND ALL OTHER LINES 
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The 4&tna Fire Group 
E 


Three strong companies providing 

dependable insurance in Fire and 

Allied Lines and in Casualty and 
Surety Protection 


4ETNA INSURANCE COMPANY 


THE WORLD FIRE AND MARINE 
INSURANCE COMPANY 


THE CENTURY 
INDEMNITY 
COMPANY 


HARTFORD, CONNECTICUT 
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Casualty, Surety and Miscellaneous 











SAFETY CONGRESS SESSION 


H. A. Renninger Is New President 








COLONEL LINDBERGH A SPEAKER 





Harold A. Ley Cites Figures on Economic 
Losses Through Illness and Accidents 
The feature of the seventeenth Annual Safety 

Congress held last week in New York that at- 
tracted the greatest public interest was undoubt- 
edly the address delivered Friday at the first 
national aeronautical safety conference, a part 
of the Safety Congress, by Colonel Charles A. 
Lindbergh. Yet this was but one of over a 
hundred meetings held during the five days of 
the congress at which more than 300 speakers, 
many of them nationally recognized authorities 
on the subjects they discussed, addressed the 
delegates to the congress who were present from 
all parts of the country. 

The sessions of the convention were held at 
the Pennsylvania Waldorf-Astoria, McAlpin, 
Martinique and Commodore Hotels and _ the 
meetings were divided into the following sec- 
tions; American Society of Szfety Engineers, 
automotive, aviation, cement, chemical, construc- 
tion, education, electric railway, employees’ 
benefit associations, employees’ publication, fire 
prevention, food, group plant supervisors, heaith 
service, mar ne, metals, mining, safety movies, 
packers and tanners. paper and pulp, petro- 
leum, power press, public safety, public speak- 
ing, public utilities, quarry, quarry and cement, 
refrigeration, rubber, steam ra-Jroad, taxicab 
and fleet-owners, textile, women, woodworking 
and lumber manufacturing. 

Such a list gives some idea of the wide scope 
of the congress which was devoted to the pres- 
entation of ways and means of reducing the 
annual loss of lives, limbs and property occa- 
sioned through unnecessary and preventable ac- 
cidents. 

Even to touch briefly in review the high 
spots of the convention is practically impossible 
except one had at his command almost unlim- 
ited space. Each hour of the day was crowded 
with meetings. Take, for instance the Friday 
morning sess:on of the American Society of 
Safety Engineers. At various assembly rooms 
in the Pennsylvania Hotel the reports of special 
research committees, together with discussions, 
were presented on the following subjects: 
Rayon manufacturing, bakery hazards, candy 
manufacturing, clay products manufacturing, 
cleaning and dyeing establishments, dairy prod- 
ucts excavating and pile driving, food preserv- 
ing and canning, leather tanneries, hotel acci- 
dents, lacquer and miscellaneous pyroxylin 
products manufacturing, mechanical establish- 
ments, paper’ box making, printing and book 


binding, structural and sheet metal fabrication, _ 


tunnel and caisson work. 


At the opening session letters of commenda- 
tion were read from President Coolidge, Her- 
bert Hoover and Governor Smith. The fact 
that Mayor Walker of New York had to be in 
Washington on that day prevented him from 
welcoming the delegates and his place was 
taken by Assistant Corporation Counsel Thomas 
W. A. Crowe. The opening address was made 
by Willis H. Booth, president of the Merchants 
Association and vice-president of the Guaranty 
Trust Company of New York, and he empha- 
sized the assertion that the greatest problem of 
industry to-day was that of human relations. 
He said that industrial accidents in New York 
State alone in 1927 cost the State in excess of 
$100,000,000. He believed that most of those 
accidents were preventable. 

Another address of special interest was that 
of Harold A. Ley, president of the Life Ex- 
tension Institute. He said that a study made 
by the institute indicated that 42,000,000 gain- 
fully employed persons lose 350,000,000 days 
each year because of illness disabilities and 
non-occupational accidents. He asserted that 
at least one-half of the death loss and disability 
rate is preventable and postponable by proper 
medical. supervison, period?c examination, 
health education and community hygiene. He 
said that approximately $1,000,000,000 could be 
saved in industry every year by improving the 
health of the workingmen. 

In his address last Friday Colonel Lindbergh 
said that the commercial flying school is one 
of the most important problems confronting 
aviation to-day. He said that a majority of 
aviation accidents in flying ‘s due to faulty 
pilotage and that there are two methods of de- 
creasing these accidents—by the training and 
regulation of pilots and by advance in aero- 
dynamic design of aircraft so that less is re- 
quired of the operator and more of the airplane. 
He said that safety of flying training may be 
advanced by a defin'te standard of flying in- 
struction, State adoption of Federal flying regu- 
lations, development of commercial train‘ng 
planes and suitable location of training fields. 

Major Henry A. Renninger of Allentown, 
was elected president of the National Safety 
Council for the ensuing year and the other new 
officers and directors were announced as fol- 
lows: Charles E. Hill, George Opp and A. M. 
Tode of New York, Miller McClintock of Cam- 
bridge, Mass.,-and- Professor C. E. A. Winslow 
of New Haven, are the new vice-presidents. 
Directors for the coming year are: Ernest P. 
Goodr:ch, W. R. Boyd, Jr., C. L. Close, Charles 
E., Hill, Lew R. Palmer,, Albert W. Whitney 
and E. W. Beck of New York, William E. 
Metzger, Detroit; William Otter, Chicago, 
David S. Beyer, Boston; .J. B. Douglas, Phila- 
delphia; F. W. Fisher{‘Rochester,;: and Is‘ah 
Hale, . Topeka. 


Other directors are: Dana E. Jones, Erie, 
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H. B. G. ALEXANDER DEAD 


Head of Continental Casualty Was in 
Paris 








HEART DISEASE IS CAUSE 





Had Been Identified With Company Since 
1900—Made Chairman of Board Last 
Year 
Cuicaco, Itt., October 10.—The insurance 
business lost one of its outstanding leaders last 
week when H. G. B. Alexander, chairman of 
the board of the Continental Casualty Company 
and president of the Continental Assurance 
Company, died unexpectedly of arteriosclerosis 
while visiting Paris in company w:th his wfe, 
daughter and son-in-law, Mr. and Mrs. A. C. 
Southard. For a generation Mr. Alexander has. 
been the executive head of the Continental 

companies. . : 

Mr. Alexander and party had booked passage 
on the Mauretania sailing on Saturday. Mrs. 
Alexander will accompany the body home on 
the Ile de France which sailed yesterday. 

Mr. Alexander also was a director of the 
National Casualty Company, which became 
affiliated’ with’ the Continental companies last 
year., He also was president of H. G. B. Alex- 
ander and Company. 

Mr. Alexander was a native of London, Eng- 
land. He was born there December 26, 1860, 
and came to the United States in 1885. He was 
State agent in New York until 1896 for: the 
Railway Officials and Employees Association 
and then was transferred to the Indianapolis 
office as superintendent of agents, holding the 
position until 1900. 

He joined the Continental Casualty Company 
that year as v-ce-president and general man- 
ager and was elected president in 1906. He 
held the position continuously until this year 
when he declined the office because of its ardu- 
ous duties and became cha?rman of the board 
instead. 

Mr. Alexander is survived by his second wife 
and his four daughters, Mrs. Robert W. Hyman, 
Mrs. Allen C. Southard, Mrs. Benjamin PF. 
Hitchens, and Mrs. Marjorie A. Eaton. He 
was a life member of the Art Institute of Chi- 
cago, one of the original guarantors of the 
Chicago Civic Opera, and a member of the 
Masonic orders. He was a member of the 
Chicago Athletic Association, the Union League, 
South Shore, and Exmoor Country clubs. 





Penna.; T. H. McKenney, Chicago; Homer E. 
Niesz, Chicago; W.*B. Pettibone, Clevéland ; 
G. E. Sairford,, Schenectady; David Venus 
Schaack, Hartford; J. M. Woltz, Youngstown, .!! 
Ohio; C. E. Pettibone,-Baosten; W. H. Came-. 
ron, Chicago, and C. T. Hellmuth, Chicago. 
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POSITION WANTED 


Special Fire Insurance Agent wants position 
with a good Company, Fifteen years experi- 
ence. Prefer anywhere from Pennsylvania to 
Maine as a field. Address Special Agent, 
care of THe Spectator, 135 William St., New 
York. 


Actuarial 


Independent Adjuster 




















Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 
ty Phenix Fire United States Fire + ~ eee 


of New York of New York 
—— of _— National = sited of . ——— 


New Y 
Standard of New" * State of Penn. 


x, ork Delon ee of New of America 
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Indemnity ail 











ACTUARY 


Specializing in Employee's 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 


JNO. A. COPELAND 


Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 




















Actuarial 





blished 1865 by David Parks Fackler 
WARD B. KLER q WILLIAM BREIBY 


EDWARD B. FAC 
FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
28 CHURCH STREET NE 


MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 
NEW YORK 


WOODWARD, FONDILLER and RYAN 


ConsuLTtine Actuaries 
InsuRANCE ACCOUNTANTS 


Harwood E. Ryan 
Richard Fondiller 
Jonathan G. Sharp 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 


CHICAGO 


W YORK 


Colcord Bldg. 


75 Fulton St. THE BOURSE 


New York _ 








JAMES H. WASHBURN, F. A. I. A. 


nsulting Act 


Cons uary 
LIFE INSURANCE —Ordinary, Intermediate, 


Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical a 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. 
Room 101 Memorial Bldg., Nashville, Tenn. 


(HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha Kansas City 


SAMUEL BARNETT 


~ CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bldg. ATLANTA, GA. 





NEW YORK CITY 


E. L. MARSHALL 

CONSULTING ACTUARY 
Hubbell Building 

DES MOINES, IOWA 


T. J. McCOMB 


CONSULTING ACTUARY 
OKLAHOMA CITY, OKLA. 


FRANK M. SPEAKMAN 
Consulting Actuary 
Associates 

wartz, C. 


PHILADELPHIA 


L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 


Accountants, Statisticians 


128 North Wells Street, Chicago 


JAMES R. COTHRAN 
Consulting Actuary 


306 Candler Building 
ATLANTA, GA. 


SIDNEY H. PIPE, 


Fellow, Actuarial Society of America, 
eee American Institute of Actuaries, 
Associate, Me at inetttote of Actuaries. 
MAJOR E. . ALLEN, D. o., 
Associate, fe ae Society ae America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bidg., Toronto, Ont. 





Translations 





GEORGE B. BUCK 








ADJUSTERS & APPRAISERS 
LIMITED 
Incorporated 1914—Dominion Charter 


Claim Adjusters for Insurance Companies 


UNDER ALL POLICIES 


465 St. John St., Montreal. 
Telephone Main 3300-2607 


11 Mountain Hill, Quebec City 


HEAD OFFICE: 


BRANCH _OFFICE: 












PRODUCING PERMANENT 
POLICTHOLDERS 


Embracing Sales Plans of 
144 Leading Life Underwriters 
This valuable new salesmanship book is 
divided into two parts, one designed especially 
for inexperienced life insurance solicitors, and 
the other for experienced life underwriters. 
The chapter titles are: 
PART ONE—FOR THE INEXPERIENCED 
AGENT 


Intelligent Prospect- Closing the Transac- 
ing tion 

Common Sense Ap- Selling Insurance to 
proac omen 

Meeting Objections Nailing Lapses at 
with a Smile Their Source 


Things to Know—Some to Forget 
PART TWO—FOR THE EXPERIENCED 


UNDERWRITER 
Setting a Definite Ideas Off the Beaten 
oa Path 
Keeping Old Con- Programming Insur- 


tracts Bright ance 
Cracking Some Hard Newer Plans of Pro- 
Nuts tection 


Agency Building and Claims Service 
Producing Permanent Policyholders 


sets forth many proved plans and business- 
getting experiences of men who have made 
outstanding records in the life insurance busi- 
ness and are thus qualified to offer sound 
advice and suggestions to others. 


This practical work is substantially 
bound in cloth and contains 224 pages 


Price, $2 


THE SPECTATOR COMPANY 
CHICAGO ‘NEW YORK 











English. 


H. J. WERDER 
ranslations 


from English, German, French, Spanish, Italian, 


teh, Danish and Norwegian into German and 
20 years insurance experience 
AND . WORK 


MAIDEN —_ ROOM met JOHN 2484 
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Liability of Automobile Users 


for Personal Injury 
By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 

PRICES 


Single copy, 50 cents 
... 4.80 50 copies. 16.25 
ae. ler as 378 100 ** .. 30.00 


THE SPECTATOR COMPANY 
CHICAGO ‘NEW YORK 
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Casualty, Surety, Etc. 








W. S. WILSON ELECTED 
PRESIDENT 


Heads National Association of Casu- 
alty and Surety Agents 








T. E. BRANIFF IS EXECUTIVE COMMIT- 
TEE CHAIRMAN 





Inclusion of Mortuary and Terminal Values 
in General Agents Contracts Is Urged 
[By a STAFF CoRRESPONDENT] 

Wuite SuLpHUR SpriNGs, W. Va., October 
5.—The annual meeting of the National Asso- 
ciation of Casualty and Surety Agents was held 
in the Tudor room of the Greenbrier hotel 
here yesterday. Charles Burras, retiring presi- 
dent of the Association, occupied the chair un- 
til the election of W. G. Wilson, Cleveland, 
as the new president. The election brought 
about an unusual circumstance inasmuch as it 
was just ten years ago that Mr. Wilson suc- 
ceeded Mr. Burras as president and the change 
was repeated yesterday. In addition to the 
election of President Wilson, John T. Harri- 
son of New York was made vice-president, and 
Dorr C. Price of Chicago was again chosen 
secretary. The new executive committee is as 
follows: T. E. Braniff, Oklahoma City, chair- 
man; Charles H. Burras, Chicago; G. Arthur 
Howell, Atlanta; Arthur A. Lawson, Boston; 
J. R. Millikan, Cincinnati; Thomas Moffatt, 
Newark; B. W. McCluer, Kansas City; Wal- 
lace Reid, Pittsburgh; C. H. Van Campen, 
Minneapolis. 

The feature of the meeting was the follow- 
ing suggestion made by J. W. Henry as retir- 
ing chairman of the executive committee and 
referred to the conference committee for sub- 
mission to the new executive committee : 


By way of a constructive proposal and in line 
with the best thought of the present age in all 
forms of industry, we suggest a critical con- 
sideration of introduc:ng into all general agency 





>  —E. A. Sr. Joun 
E. A. St. John, Retiring President, International 
Association of Casualty and Surety Under- 
writers 


contracts a mortuary and possibly a terminal 
value. 

Pension systems are scarcely adaptable to the 
relation of a general agent with his company 
but who will gainsay that a business career 
spent in pioneering and establishing a business 
for a company shall have no reward except that 
which is reaped from year to year during the 
tenure of such a contract? 

The loyalty and devotion to duty involved in 
the performance of an exclusive general agency 
representation and a building of an organiza- 
tion of effective producers should at once enlist 
the enthusiastic support of those companies 
which take a forward looking stand and who 
would be the beneficiaries for an indefinite future 
of all the labor and talent so expended. 

To this end we suggest that the conference 
committee be asked to give this proposal care- 
ful study, calling to their aid such add-tional 
members of the Association as they wish to 
consult, and that a report by such conference 
committee be made to the executive committee 
as and when the developments warrant. 

Retiring President Burras discussed the advis- 
ability of insurance agents taking an active part 
in politics in their territories and the outcome 
of the talk on this question was the decision to 
appoint a committee which would formulate a 
plan for procedure along this line and report 
it to the new administration and conference com- 
mittee. The appointment of this committee was 


urged by Mr. Wilson. 


Underwriters Elect Frank J. O’Neill 
(Concluded from page 3) 

of 5 in company memberships, bringing the total 
to 60. The Equitable Casualty and Surety 
Company became a member at the meeting. 
Mr. Jones’ report then plunged into a discus- 
sion of the tax situation regarding exemptions 
and deductions in company taxes. It took up 
such important topics as the Ohio law increas- 
ing the premium tax rate on foreign and allience 
insurance companies from 2% per cent to 3 per 
cent; the workmen’s compensation situation in 
the District of Columbia; legislative problems 
of 1928; and the continued efforts to prevent 
compulsory automobile liabiltiy legislation. 





Frank J. O'NEILL 
Newly. Elected President, International Asso- 
ciation of Casualty and Surety Underwriters 


25 


SECOND JOINT CONVEN= 
TION SESSION 





Casualty and Surety Men Urged to 
Political Activities 





JAMES A. BEHA A SPEAKER 





New York Superintendent Outlined Busi- 
ness Growth—Urges Trust and Con- 
fidence Among Leaders 
[By a Starr CorrESPONDENT] 
Wuite SutpHur Sprines, W. Va., October 
5.—The suggestion that insurance men should 
take a definite and active part in the political 
life of their several communities in order that 
legislation inimical to insurance should be nipped 
in the bud, and in order that insurance may be- 
come more and more a part of the nation’s 
warp and woof, was made by Charles H. Bur- 
ras, president of the National Association of 
Casualty and Surety Agents, in his address as 
chairman of the second joint session between 
that organization and the International Asso- 
ciation of Casualty and Surety Underwriters 
at the Greenbrier hotel here on Wednesday. 
Mr. Burras’ talk was the opening event of the 
second day of the joint three-day convention, 
the last day of which was given over to sepa- 
rate meetings of the two associations as de- 
scribed elsewhere in these columns. Chairman 
3urras also outlined the difficulties experienced 
by agents in thé handling of automobile lia- 
bility. business and. in the acquisition of com- 
pensation lines. The latter, he said, presented 
acquisition cost problems of the first magnitude, 
but the small risk question was approaching 
solution under the plan now adopted by the com- 
panies. The interference by States with the rat- 
ing of risks was decried by Mr. Burras who 
declared that the active entry of insurance men 
into politics would prove a corrective in this 
respect. Mr. Burras, citing the accomplish- 
ments possible to insurance men in the political 
field, paid high tribute to the late George Bren- 
nan of Chicago and said that those :n the busi- 





W. G. WILson 
‘Newly Elected President, National Association 
of Casualty and Surety Agents 
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ness should follow the example set by that great 
leader. Mr. Burras also approved the idea oi 
institutional advertising of insurance so as to 
win and hold public confidence and broaden the 
market for business. 

James A. Beha, superintendent of insurance 
for New York, was a speaker at the second 
joint session and said that it would probably 
be the last time he appeared before the conven- 
tion in his official capacity as insurance super- 
intendent since his term expires before the next 
annual meeting. He reviewed the progress of 
casualty and surety insurance companies licensed 
by New York and said that their assets were 
$632,000,000 in 1924 and now are $1,006,000,000. 
Loss reserves were $194,000,000 in 1924 and 
now total $311,000,000. The unearned premium 
reserve has risen from $198,000.000 to $275,000,- 
000. Premiums written have increased from 
$442,000,000 to $629,000,000 ; capital of the com- 
panies increased from $98,000,000 to $139,000,- 
000; surplus rose from $86,000,000 to $181,- 
000,000; and automobile liability business in- 
creased about 60 per cent. Insurance has had 
a square deal from the New York department, 
declared Mr. Beha. The speaker said that he 
“believes in politics for insurance men but not 
politics in insurance” and urged the leaders of 
the business to trust each other more and make 
greater efforts to understand their several view- 
points. “If the public has faith in you, as it 
has demonstrated, you certainly should have 
faith in each other,” said the superintendent. 

Insurance Commissioner Howard Dunham of 
Connecticut was on the second day’s program, 
his address having been held over from the first 
day. 
TOR last week. 

Dr. Fred A. Besley of Chicago, a member 
of the American College of Surgeons, made a 
talk on surgery and hospital care as they affect 
insurance losses and urged the selection of 
physicians and surgeons in accident and com- 
pensation cases be made by the companies’ med- 
ical departments and not by field men or other 
representatives. The companies are losing 
money by the lack of good medical and surgical 
work, declared Dr. Besley, who urged the 
standardization of hospitals and pointed out that 
the real medical problem in insurance losses 
was getting the injured to better surgeons. 

Clarence Axman, editor and president of The 
Eastern Underwriter, who returned this sum- 
mer from a European trip which included a 
visit to Russia, made an interesting address in 
which he described conditions in that country 
under the Soviet regime. 

Congressman Charles Underhill of Massa- 
chusetts spoke on the necessity for keeping the 
government out of private enterprise and also 
said that “insurance must co-operate with other 
businesses when they are threatened so that they 
will aid insurance when it is threatened.” 

R. P. DeVan, president of the National As- 
sociation of Insurance Agents, brought the greet- 
ings of that body to the convention and asked 
the co-operation of the companies in the plans 
of his organization for bettering the education 
of agents. 

The nominating committee appointed by E. A. 


It was fully summarized in THe SPECcTA- . 


St. John as retiring president of the Interna- 
tional Association of Casualty and Surety Un- 
derwriters consisted of A. Duncan Reid, presi- 
dent, Globe Indemnity; W. L. Mooney, vice- 
president, Aitna Life; and Richard Thompson, 
vice-president, Maryland Casualty. His reso- 
lutions committee included R. Howard Bland, 
president, United States Fidelity and Guaran- 
tee; E. C. Stone, United States manager, Em- 
ployers Liability; B. A. Page, vice-president, 
Travelers. 

The agents’ nominating committee was com- 
posed of George D. Webb, Chicago; W. M. 
Byrne, St. Louis; and Milton R. Whitehead, 
Cleveland. Their resolutions committee in- 
cluded T. E. Braniff, Oklahoma City; J. W. 
Henry, Pittsburgh; Wade Fetzer, Chicago. 


Changes in A&tna Life’s New York Office 

The following changes in the agency-broker- 
age department personnel have been announced 
by the New York office of the AZtna Life In- 
surance companies and affiliated companies of 
Hartford: 

C. J. Burns, special agent, Albany Branch, 
has been transferred to the New York office, 
where he will have charge of agency and pro- 
duction work in the suburban terr‘tory. 

E. F. Daly has been transferred from the 
inspection and accident prevention department 
of the New York office to the agency-broker- 
age department where he will have charge of 
the surveying and charting of risks for all in- 
surance and bonding needs in the interests of 
agents and brokers. 

J. F. Prendergast has been transferred from 
the inland marine loss department, New York 
office, to the agency-brokerage department and 
assigned to special agent’s duties. 

Charles P. Hoppin, assistant manager, lia- 
bility-compensation department, has been tempo- 
rarily released from his underwriting duties for 
the purpose of adding to the company’s service 
to its office agents at 100 William street. 


TO WRITE ONLY PASSEN- 
GER CARS 


Atlantic Coast Casualty Restricting 
Operations 








W. E. BOUGHTON’S STATEMENT 





Price of Cars to Figure in Novel Experi- 
ence Underwriting Plan 

The Atlantic Coast Casualty Insurance Com- 
pany, of Atlantic City, N. J., was recently or- 
ganized by Thomas J. McNally, president, who 
was manager of the Eastern Casualty Under- 
writers at Philadelphia, and Alfred H. Talpey, 
secretary and treasurer, who was manager of 
the Massachusetts Rating and Inspection 
Bureau. Mr. McNally is widely known among 
insurance men of New Jersey, Pennsylvania, 
Delaware and Maryland. 

The Atlantic Coast will confine its opera- 
tions exclusively to automobile liability and 
property damage coverage for private passen- 
ger cars and will give special attention to the 
moral hazard of all applicants for policies. 

Wilfred E. Houghton, president of Wilfred 
E. Houghton & Co., Inc., of New York, New- 
ark, Boston and Hartford, bankers for the At- 
lantic, who are offering a block of its capital 
stock, said, in commenting upon the new or- 
ganization: 

The present system of rating passenger auto- 
mobiles has been unfair to the assured and to 
the agent. A unique method of underwriting 
has been established by the Atlantic Coast Com- 
pany which will not be based, as in the past, 
on the cost of the car, but from experience 
tables which show that the owner of the better 
class of car is a better risk than is the owner 
of the low-priced automobile or the car used 
for commercial service. 


Casualty Actuarial Society’s Proceedings 

The Casualty Actuarial Society has issued 
Vol. XIII, No. 30 of its proceedings covering 
the transactions of the meeting on May 25, 1928. 
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WILL ORGANIZE FIRE 
COMPANY 


—_————_ 


Southern Surety Will Have Running 
Mate 





NORMAN MORAY TO HEAD COMPANY 





New York Financial Interests to Have 
Strong Group When New Company Is 
Founded 

Des Mornes, Iowa, October 6.—Plans are 
under way to make the Southern Surety Com- 
pany one of the largest organizations of its 
kind in the United States. Such was the state- 
ment made by Norman R. Moray in an inter- 
view upon his arrival here to-day from Hart- 
ford, Conn., to assume his new duties as presi- 
dent of the concern. 

Mr. Moray declared that with the backing 
of Kidder, Peabody & Co., of Wall street, and 
Caldwell & Co., of Nashville, Tenn., the South- 
ern Surety Company has financial connections 
which will afford practically unlimited means 
for business growth and expansion. 

“We will have no financial worries,” said Mr. 
Moray, “and we expect to branch out conser- 
vatively but in a very large way. We plan to 
organize a large eastern department, with head- 
quarters in New York city, and a large Chi- 
cago department, with headquarters there.” 

Mr. Moray said the Southern Surety is to 
be one of the groups of three great insurance 
companies in which Caldwell & Co., and a 
number of outstanding Wall street financial 
leaders will be interested. The Southern Surety 
Company and the Missouri State Life Insurance 
Company of St. Louis are two of the group. 
A large fire insurance company headed by Mr. 
Moray will be organized by the same financial 
interests to complete the circle. 

The immensity of the insurance business in 
general was stressed by Mr. Moray in discuss- 
ing the important role which the business is 
playing daily in commercial life of the nation 
as well as in the lives of thousands of individ- 
uals. 

He declared the annual premum income of all 
of the insurance companies of the United States 
is $5,000,000,000. He pointed out that more 
than 60 cents of every dollar in circulation 
passes through the hands of the insurance com- 
panies in the form of premiums in the course 
of a single year. 

Mr. Moray will have no established resi- 
dence for the present. He expects to divide 
his time between Des Moines and New York 
city for the next few months. 


Father of Ralph Smiley Dies in Hartford 

Edward H. Smiley, principal emeritus of the 
Hartford Public High School, Hartford, Conn., 
died last week at his home in Hartford after a 
brief illness. He was 76 years old. His son, 
Ralph W. Smiley, is director of publicity of 
the Globe Indemnity Company of Newark. 
Previous to joining the Globe he has been for 
two years publicity director of the Metropolitan 
Casualty Insurance Company of New York, 
and before that was with the A<tna Life. 








NEW CHICAGO MANAGER 
A. G. Stanten in Charge of Massachusetts 
Bonding Office 

Curicaco, I1i., Oct. 10.—Arthur G. Stanten, 
formerly assistant manager of the bond depart- 
ment of Conkling, Price & Webb, has been ap- 
pointed manager of the Chicago branch office 
of the Massachusetts Bonding and Insurance 
Company, succeeding the late Philip B. Shillito. 
A. F. McCarthy, who has been resident assistant 
secretary in the branch, has been promoted to 
assistant manager. Mr. Stanten had been with 
Conkling, Price & Webb for many years, and 
prior to that was associated with the American 
Surety Company. Mr. McCarthy has been in 
the insurance business for over twenty years, 
devoting his time to local agency work prior 
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Insurance Brokers 
Profit By Our 
National Advertising 


In leading newspapers all over the United 
States and Canada, Credit Insurance is adver- 
tised, week in and week out, to thousands of 
Manufacturers and Jobbers. 


American Credit Insurance 


is growing so rapidly year after year—and why it 
is to the advantage of the general broker to co- 
operate in the writing of our policies. Maybe you 
ought to investigate the great protective service 
we render to our many policy-holders; safeguard- 
ing their resources absolutely against bad debt 
losses, providing them with efficient collection 


to his connection with the Massachusetts. 


Fidelity and Deposit May Split Shares 

BattimorE, Mp., October 6.—A report per- 
sists in insurance circles here that the Fidelity 
and Deposit Company will split its stock in the 
near future. Officials of the company, however, 
say such a plan has not been discussed. The 
par value of the stock of that company is $50 a 
share and it is selling around $320 a share. The 
price has advanced 50 points in about a month 
on an unusually heavy turnover. Much of the 
buying, it is said, is based on prospective split- 
up of the shares. 

The Maryland Casualty Company is men- 
tioned as likely to offer its shareholders valu- 
able rights. 








This is one reason \ 








General Insurance Brokers, look into the 
selling possibilities of American Credit Insur- 
ance. While our regular agents are necessarily 
trained credit insurance specialists, still we have 
a plan by which you can co-operate with us to 


your definite profit. 


Check up and see if your 


present clients are protected by Credit Insurance. 
Then get the full details of our interesting pro- 
position by writing or phoning any of our offices. 


CThe AMERICAN 


CREDIT~ INDEMNITY Co. 


OF NEW YORK 


J. F.M° FADDEN. presipent 


Offices in all leading Cities: 


New York, St. Louis, Chicago, 
Philadelphia, Baltimore, Detroit, 


San Francisco, 


Cleveland, Boston, 


Atlanta, Milwaukee, Etc. 
In Canada: Toronto, Montreal, Etc. 
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Our Agents Have 


A Wider Field— 


Age Limits from 0 to 60. 








terpayg__ S's dae ly Premium plan. 


o.ctL. canes 
Same Rates for Males and Females. 





Double Indemnity and Monthly Disability Income features for 


Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Bivd. running through 


Participating and Non-Participating Policies. 


An Increased Opportunity Because We Have 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


| | 




















ADAMS ST. 
a Continental ™ Chicago il 
e Co: — ial > Stock 0 
mmercia 
| Nat'l. Bk. Exchange | {| 0% 
4 QUINCY ST. & of 
Ree aaamee : ow 
Old | Fea- Minos 5/8 
Colony} eral a 
Life] Res.| —4| Merchants 
e Bk. Trust Co. 




















JACKSON BOUL. 





Insurance 
Exchange 


Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
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of 
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A PROPHET SEES 
THE FUTURE PROFIT 


The donkey who spent his days on a treadmill had 
this to console him on his endless grind—he was 
sure to eat regularly. 

Even if he could be sure to eat his fill every day, 
which he isn’t, the sub-agent finds little consolation 
in his treadmill existence. His human mind re- 
quires future provision assured beyond doubt. 


The General Agent Creates Future 
Wealth for Himself 
Are you ready to graduate into the gen- 
eral agent class? If so, we offer you the 
chance to build your own business—a 


handsome current income and ever- 
increasing security for your own future. 


IRA F. ARCHER 


Superintendent of Agencies 


LOUISIANA STATE LIFE INSURANCE CO. 
SHREVEPORT, LA. 


Name Your Choice of Territory in the States of Texas, 
Oklahoma, Arkansas, Louisiana, and Write Us in Strict 


Confidence. 
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Throw Away the 
Old-Fashioned Card Index 


Life Insurance agents are 
too busy, too energetic, 
longer to put up with old- 
fashioned card index sys- 
tems for keeping track of 
their policyholders. No 
agent who is careful of his 
own interests can afford to 
be without the Life Insur- 
ance Register. 


Here is the kind of a Life 
Insurance register that you 
have always wished for but 
mever could find! All the 
information needed to 
analyze your client’s life 
insurance, to answer his 
every question, can be se- 
cured in a moment. 


It is easy too, to keep tab of 


the Birthday dates of your 
policyholders. 

The last word in life insur- 
ance records—at the lowest 
price! That is what we 
offer you, for the Life In- 
surance Register is priced 
at $7.25. Think of it—a 
loose - leaf, ‘well - bound, 
stamped - in - gold, post 
binder, sheets for 450 ac- 
counts and the greatest 
system ever devised for 
keeping a real record of 
your life insurance busi- 
ness—for $7.25. You must 
see this Record to appre- 
ciate it—that’s why we are 
putting this opportunity 
before you. Use the coupon 
NOW! 


Accurate Loose-Leaf Co. 
NEW YORK CITY 


(Summ mee erm me ee RE EE om 


Accurate Loose-Leaf Co., 81 Nassau Street, New York City, N. Y. 
Gentlemen: You may send me literature describing the Life Insur- 


ance Register. 
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AUTOMOBILES LEADING CAUSE OF ACCIDENT 


FATALITIES 


Dr. Dublin’s Report to the Safety Congress Reveals 95,000 
Accidental Deaths in 1927—Accidents in the Home, 


The report of the committee on statistics of 
the National Safety Council which was presented 
to the seventeenth annual congress of the Coun- 
cil, held at New York last week, by Dr. Louis 
I. Dublin, statistic‘an of the Metropolitan Life, 
was chock full of informative data on accidents 
tance, perhaps, relate to the things which drivers 
ance w:th the figures contained therein should 
prove useful to casualty and health and acci- 


dent underwriters. 

Dr. Dublin’s report showed that, according to 
the estimate of his committee, deaths by acci- 
dent in the United States during 1927 numbered 
95,500. This is approximately 6 per cent of 
the deaths in 1926. If the increase in 1928 over 
1927 is as great, almost 100,000 lives will be 


lost in accidents this year. 

Since 1911 there has been an increase of 20 
per cent in deaths from accidents. While there 
has been a decrease of 37 per cent in railroad 
deaths, and a decrease of 44 per cent in street 
car deaths, deaths from automobile accidents 
have increased 1050 per cent. In other words, 
there were eleven times as many automobile 
fatalities in this country in 1927 as occurred in 
1911. 

It is apparent, therefore, that the automobile 
has become the leading cause of accident fatali- 
ties; it now accounts for one out of every four 
accident deaths. In 1927 for the first time in 
the history of accident statistics, the accident 
death rate per 100,000 cars showed a decisive 
increase. Prior to 1927, the risk of death per 
100,000 cars in operation had been decreas‘ng. 
In 1918, 157 automobile fatalities occurred per 
100,000 cars registered; this figure decreased 
gradually to 95.5 in 1926. During this period 
the number of automobiles increased from 4,900,- 
000 to 22,000,000. But in 1927, the death rate 
per 100,000 cars rose to 100.5 with a registra- 
tion of 23,000,00 cars at the end of 1927. 

The facts gathered under the National 
Safety Council’s uniform accident reporting sys- 
tem showed that 65 per cent of the 25,800 auto- 
mobile fatalities in the United States were those 


Highway and Air Discussed 


of pedestrians, and that only 13 per cent oc- 
curred in collisions between automobiles, 4 per 
cent in collisions between motor cars and rail- 
road trains and 7 per cent were in non-collision 
automobile accidents. These facts again empha- 
size the urgent need for countrywide extension 
of facilities for reporting, studying and acting 
upon the hazards which confront the citizens 
us ng our streets. 

The committee on statistics states in its re- 
port that it is important to determine what con- 
ditions and circumstances are present at the 
time of the occurrence of the accident. If the 
unfavorable conditions and circumstances are 
present at the time of their occurrence can be 
avoided it will be a long step towards the so- 
lution of the problem. 

In this respect the questions of first impor- 
tance, perhaps relate to the things which drivers 
and pedestrians were doing at the time the acci- 
dents occurred. A phase of the driver’s action 
is the direction on which the vehicle was travel- 
ing. In 121,314 such instances, 91,581, or about 
75 per cent, of the cases the driver was “going 
straight through.” But a small percentage of 
the accidents occurred, while the driver was 
turning left, skidding backing, etc. In addition 
to direction of travel and of even greater im- 
portance are the things being done by the driver 
which were contrary to law or even good driv- 
ing practice. Of 54,438 such actions reported, 
in 19,720, or about 37 per cent, of the cases 
the driver did not have the right of way. Speed- 
ing, driving on the wrong side of the road, fail- 
ure to signal and cutting in are of next impor- 
tance in the order named. The sex of the driver 
was reported in 166,044 cases; only 6 per cent of 
these being women. In only 3163 cases were 
drivers described as being physically defective 
or intoxicated; intoxication was the entry in 90 
per cent of these. 

Of paramount interest to underwriters is the 
matter of defective equipment. Out of ap- 
proximately 200,000 vehicles involyed in acci- 
dents, only 4969 cases of defective equipment 
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were reported. The report wisely points out 
that this information is reluctantly given by the 
owner and is difficult to obtain by the observer 
and is possibly understated on that account. 


The report quotes the Interstate Commerce 
Commission on grade crossing accidents which 
shows that 2371 persons were killed during 1927 
in accidents of such nature. This is a decrease 
of 5 per cent over 1926. This type of accident 
is chiefly important in rural areas. It is esti- 
mated that 69 per cent of the grade crossing ac- 
cident occur in rural areas and that rural grade 
crossings are responsible for 16 per cent of all 
rural highway fatalities. 


In respect to aviation fatalities, the report of 
the National Safety Congress says that deaths 
in flying have shown no appreciable increase in 
the United States as a whole since 1920, while 
the number of miles flown, at least in airway 
flying, has more than doubled. Planes operated 
by skilled pilots under regulation and with good 
equipment are being run more safely from year 
to year. A continuance of such good records 
will be made possible by the development of 
planes that are mechanically safer, by well 
equipped and maintained airports and airways, 
and by the universal licensing of pilots and 
aircraft. 

Dr. Dublin also urged the study of the 23,000 
to 25,000 fatal accidents which arise in the home 
each year. He said that almost as many fatal 
accidents occurred each year in the American 
home as on our public thoroughfares. Home 
accident deaths exceed the number of industrial 
or occupational fatalities each year in the United 
States. 

A thorough analysis of home accidents should 
be made in each community, Dr. Dublin said. 
Some 35 per cent of the domestic accident fatal- 
ities last year were due to falls, 21 per cent to 
asphyxiation and suffocation, 19 per cent to 
scalds and burns, 6 per cent to poisons and the 
rest of the home fatalities to a variety hazards 
all reducible if reported and studied. 
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AMERICAN LIABILITY AND SURETY 
COMPANY 
Cincinnati, Ohio 
Increases Capital and Surplus 


Recently formed, with $300,000 capital, for 
the purpose of taking over the business of the 
American Liability Company, the American 
Liability and Surety Company of Cincinnati, 
Ohio, has increased its capital to $500,000. The 
surplus of the company, previously amounting 
to $300,000, has likewise been increased to $500,- 
000. 

The beginnings of this company start back 
with the old American Liabil‘ty Company of 
Indianapolis which wrote accident and health 
business on a monthly payment basis for many 
years. This company was taken over by the 
American Liability Company of Cincinnati, or- 
ganized for that purpose, in 1919. Automobile 
insurance was added to the accident and health 
lines and the company prospered. In June of 
this year the company was purchased by the 
Western and Southern Life Insurance Com- 
pany, also of Cincinnati. Shortly afterward 
they announced the formation of the American 
Liability and Surety Company to take over the 
business of the company they had purchased. 

The Western and Southern Life Insurance 
Company is one of the old, established life com- 
panies and has assets of more than $80,000,000. 
As of December 31, 1927, it had over $671,- 
000,000 of insurance in force. The chief officers 
of the Western and Southern are likewise offi- 
cials of the casualty and surety company 
although several important appointments re- 
main to be made in respect to the latter or- 
ganization. 

Considerable expansion on the part of the 
American Liability and Surety Company is ex- 
pected to follow the strengthening of re- 
sources. 


FACTORY MUTUAL LIABILITY INSUR- 
ANCE COMPANY OF AMERICA 


Providence, R. I. 


On page 361 of the 1928 edition of the Cas- 
ualty, Surety and Miscellaneous Volume of the 
Insurance Year Book, under the caption of Per- 
sonnel of the Factory Mutual Liability Insur- 
ance Company of America, Providence, R. L, 
William A. Lee is shown as secretary of the 
company. This name should be corrected to 
read as William A. Lees, and the name of H. 
M. Glover should be added thereto as one of 
the assistant secretaries. 

Under historical data statement should read 
that it is affiliated with the Automobile Mutual 
Insurance Company of America, Providence, 
R. I., which has been very successful writing 
fire and theft coverage since 1907—not 1916 as 
shown. 





CONSOLIDATED INDEMNITY AND 
INSURANCE COMPANY 


New York, N. Y. 
$20,000,000 Completes Organization 


The Consolidated Indemnity and Insurance 
Company, New York, N. Y.. accounts of which 
have appeared in previous issues of the Cas- 
ualty and Surety Bulletin, has completed its 
plans for organization. As predicted, John F. 
Gilchrist, chairman of the New York State 
Transit Commission, is president. A. S. White 
is secretary and treasurer and Bernard K. Mar- 
cus is chairman of the board. Saul Singer is 
chairman of the executive committee. 

The company will have a capital of $5,000,- 
000 and a surplus of $15,000,000. The stock will 
not be offered to the public. the City Financial 
Corporaion having underwritten the first issue. 
The chairman of the board is the president of 
the Bank of the United States which is instru- 
mental in the organization of the company. The- 
ater and transit interests are also identified with 
the company. 

The board of directors, as previously an- 
nounced by the Casualty and Surety Bulletin, 
is as follows George J. Atwell, president, 
George J. Atwell Co., Inc.; J. C. Brownstone 
president, J. C. Brownstone Co., Inc.; William 
Fox, president, Fox Film Corporation; John 
F. Gilchrist, president, chairman transit Com- 
mission; Samuel H. Golding, real estate; Wil- 
liam Klein, attorney; Bernard K. Marcus, presi- 
dent, the Bank of United States and chairman 
of the Board of City Financial Corporation; C. 
Stanley Mitchell, chairman of board, Bank of 
United States; James J. Riordan, president, 
County Trust Co.; I. H. Rosenthal, president. 
Frackville Manufacturing Co. Inc.; Saul 
Singer, president, City Financial Corporation 
and executive vice-president Bank of United 
States; Gerhard Kuehne, vice-president, New 
York Title & Mortgage Co.; Reuben Sadow- 
sky, president, R. Sadowsky, Inc.; A. E. Lef- 
court, president, A. E. Lefcourt Realty Hold- 
ings; A. S. White, vice-president, City Finan- 
cial Corporation. 


AUTOMOBILE UNDERWRITERS INSUR- 
ANCE COMPANY 


Dallas, Texas 


On page 42 of the 1928 edition of the Cas- 
ualty, Surety and Miscellaneous Volume of The 
Insurance Year Book several corrections in the 
personnel and directorate of the Automobile 
Underwriters Insurance Company, Dallas, Tex., 
should be noted. The name of C. Leary, shown 
as secretary and treasurer should read C. Perry. 
The name of Vice-President G. W. Baelleo 
should be spelled as G. W. Baillio. Under 
the caption of directors G. W. Baelleo should 
read G. W. Baillio. 
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FRANKLIN SURETY COMPANY 
New York, N. Y. 

Public May Subscribe to New Issue 

The Franklin Surety Company of New York, 
an account of whose organization appeared in 
the Casualty and Surety Bulletin for September, 
is changing its capital structure. Whereas, the 
company intended to start with a captial of 
$250,000 and a surplus of $1,430,000 stock has 
now been offered to the public and when all the 
subscriptions are paid in the company will have 
a capital of $700,000 and a surplus of $1,430,000. 

The new issue consists of 55,000 shares at a 
price of $31 per share. A large part of the new 
issue has been subscribed for by members of 
the board who took the first issue in its entirety. 

The company is writing only fidelity and 
surety at present but has secured an amendment 
to its charter permitting it to write accident and 
health, liability, compensation, burglary, plate 
glass, property damage and collision insurance. 

The complete board of directors of the com- 
pany is now as follows: Manasseh M'ller, Hon. 
William S. Evans, Michael G. Appel, John T. 
Brook, Alexander L. Berliner, James J. Brooke, 
I. B. Geller, Louis Carroll, Sidney R. Diamond, 
Henry S. Denny, Robert C. Fulton, Sigmund 
Glatzer, Arthur D. Koppel, T. Seton Jevons, 
Oscar Friedlander, A. N. Geller, John V. Cain, 
R. Forrest Russel, Emanuel Newman, Irving 
H. Glassir, Emanuel A. Stern, Hon. Albert H. 
Vitale, Lazarus White. 


GLOBE INDEMNITY COMPANY 
Montreal, Canada 


On pages A-293 to A-297 of the Casualty, 
Surety and Miscellaneous Volume of The In- 
surance Year Book, under the caption of Mis- 
cellaneous Insurance by States, transacting 
business in Canada, the name of the Globe In- 
demnity, of Newark, is shown therein. This 
should be corrected to read Globe Indemnity 
Company of Canada, Montreal, a different 
entity from that of the Globe Indemnity Com- 
pany of Newark, N. J. 

On page A-307 under the caption of Statis- 
tics for Miscellaneous Canadian Companies, 
John Emo is shown as secretary of this com- 
pany, and should be corrected to read as P. M. 
May, vice-president and secretary. A complete 
list of the officers of the company are as fol- 
lows: F. C. Browning, president and general 
manager; Lewis Leing, vice-president and fire 
manager; P. M. May, vice-president and secre- 
tary, and F. S. McDermott, assistant secretary. 


GREAT EASTERN CASUALTY INSUR- 
ANCE COMPANY 
Newark, N. J. 
E. S. Margulies Forming Automobile In- 
surance Company 
Insurance and realty interests are behirid the 
formation of the Great Eastern Casualty Insur- 
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ance Company of Newark, N. J. The company 
will have a capital of $150,000 and a surplus of 
like amount. It will write automobile insurance 
exclusively, offering liability and property dam- 
age coverage at rates under the standard sched- 
ule. 

Emanuel S. Margulies is president of the new 
company and its chief organizer. He is presi- 
dent of the New Jersey Realty Company and 
also of two New Jersey mortgage corporations. 
Frank A. Harrigan, a Philadelphia insurance 
man, is secretary and treasurer. 

The directors of the Great Eastern Casualty 
Insurance Company are as follows: Emanuel 
S. Margulies, Joseph Wood, Thomas Hartley, 
Edward S. Jones, Arthur Beckon, Henry L‘ve- 
zey and Dr. Alfred M. Mamlet, all of New- 
ark; Harold T. Stanton, Serge Halman and 
Percival Mallory of New York; Anthony P. 
Zender of Lima, Ohio, and Frank A. Harrigan 
of Philadelphia, Penna. 


LIFE AND CASUALTY INSURANCE COM- 
PANY 


Nashville Tenn. 
Health and Accident Increases Capital 


The Life and Casualty Insurance Company 
of Nashville, Tenn., has increased its capital 
stock from $1,000,000 to $1,250,000. 

This company has enjoyed a_ substantial, 
steady growth over a long period of years. Or- 
ganized in 1903 as an assessment life and health 
company, its real success began with its con- 
vers'on to the stock plan in 1910. At that time 
its paid-in capital was $100,000. Increases in 
capital since that date have been as follows: 
1911, to $100,800; 1912, to $107,300; 1913, to 
$128,700; 1914, to $150,000; 1917, to $200,000; 
1919 to $350,000; 1921, to $500,000; 1922, to 
$600,000; 1923, to $700,000; $60,000 by stock 
dividend; 1925; to $800,000 by stock dividend 
and $2000 by sale of new stock at a price y‘eld 
ing $10,000 to surplus; 1926, to $1,000,000 by a 
$200,000 stock dividend. 

Its prem:um volume has increased, year by 
year, commensurately. The company writes 
ordinary and industrial life insurance and non- 
cancellable accident and health. The company 
issues a single policy covering life, health and 
accident. 

A. M. Burton is president of the Life and 
Casualty ; Guilford Dudley, first vice-president ; 
J. E. Acuff, second vice-president; H. B. Folk, 
secretary-treasurer, and P. M. Estes, general 
counsel. 

The above officers, in addition to H. Dud- 
ley and E. E. Young, comprise the board of 


directors. 
® 


MOTORISTS CASUALTY INSURANCE 
COMPANY 
Newark, N. J. 


Motor Club of New Jersey to Have Insur- 
m ance Carrier 


The Motorists Casualty Insurance Company 
of Newark is among the numerous new concerns 
which are organizing in-New Jersey.- The com- 


pany will be a regular stock insurance com- 
pany, its purpose being to supply automobile in- 
surance to members of the Motor Club of New 
Jersey. The latter organization has about 
5000 members most of them being located in 
Northern New Jersey. 

The company will have a capital of $150,- 
000 and a surplus of either like or double that 
amount. The original intention was to Offer 
the insurance to club members exclusively but 
there is some likelihood that some business will 
be written through brokers. 

George M. Demarest is the insurance man 
chosen to act as vice-president and underwriting 
manager of the company. 


NATIONAL SURETY COMPANY 
New York, N. Y. 
Company Going Ahead Slowly in Europe 

The activities of the National Surety Com- 
pany in France and Germany will not be very 
extensive at first, the home office has intimated. 
Hugh Nettle, the new vice-president and Euro- 
pean manager, is looking over the ground, and 
the executives here will await his report before 
going ahead with any plans 

Executive Vice-President E. M. Allen has 
recently returned from a European trip and it 
is upon his recommendation that the National 
Surety is looking into the possibilities of Euro- 
pean business. France and Germany will be 
the countries entered, Great Britain is not be- 
ing considered at the present time. At any 
rate, the company will write only fidelity busi- 
ness for a starter. 

Mr. Nettle was European manager for the 
Fidelity and Deposit Company of Baltimore, 
Md., before the war and has been acting as 
European claims representative for the Fidelity 
and Deposit, the National Surety and other 
American companies. 


UNITED STATES FIDELITY AND GUAR- 
ANTY COMPANY 
Baltimore, Md. 


Stockholders Approve Directors’ Proposal 
to Increase the Capital 

At a special meeting of’ the stockholders of 
the United States Fidelity and Guaranty Com- 
pany of Baitimore, Md., held October 8, the 
proposal of the directors to ‘ncrease the author- 
ized capital stock of the company was ratified. 

The authorized capital of the company now 
stands at $10,000,000, and will be increased to 
$25,000,000. The par value of the stock will be 
reduced from $50 a share to $10 a share and 
the old stock may be exchanged at a ratio of five 
new shares for one share of the old. The com- 
pletion of the $10,000,000 authroized capital 
will be accomplished by the sale of $2,500,000 
of stock which will be offered at $100 a share, 
or twice par. This will add $2,500,000 to sur- 
plus as well. 

The capital increase gives the Fidelity and 
Guaranty Company a capital of $10,000,000, 
surplus and undivided profits in excess of $18,- 
000,000 and total resources of $70,000,000. 

Stockholders of record September 25 received 
the regular quarterly dividend of $2.25 per share 
and an extra dividend of $1 on October 1. 
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Surety Business in Indiana 
On page A-157 of the 1928 edition of the Cas- 
ualty, Surety and Miscellaneous Volume, of 
The Insurance Year Book, under the caption 
Surety, is shown a list of companies transact- 
ing that line of business in the State of Indiana. 
In addition to the companies shown therein the 


following companies should be added to the List: 

Prem. Losses Ratio 
Hart. Acc. & Indem., Hart...$ 41,314 $1,313 3.2 
Ind. Ins. af N. A., Phils.... 9,352 548 


Lon. & Lan., Hartford....... 20,542 1,036 5.0 
Maryland Cas., Balti......... 54,001 18,766 34.8 
Metropolitan Cas., N. Y..... 86,732 12,623 14.5 
Michigan Surety, Lansing.... Z0G, “Seere ae 
National Surety, N. Y....... 129,509 2,811 2.2 
New Amster. Cas., Balti..... 39,326 6,763 17.2 
A ao a: a A eee ,108 19 a 
North. Cas. & Sur. Md...... ME 8 sada me 
Mass. Bond’g & Ins., Boston.. 6,180 2,068 33.5 
The Insurance Year Book 
(Concluded from page 21) 
ing bureaus; 142 insurance classes, and 435 


notable conflagrations. There are also tabula- 
tions of companies’ premium receipts in large 
cities; a list of surplus line companies and 
brokers; short rate cancellation tables in use 
in various sections of the country; premiums 
of individual companies in New York city for 
2 years; statistics of fires of American and for- 
eign cities; a list of State insurance officials 
and dates of next sessions of State legislatures ; 
a list of automatic sprinklers and their manu- 
facturers; tables showing premiums and losses 
in 1927 for the various classes of business-—- 
fire, ocean marine, vehicle, earthquake, inland 
marine, tornado, hail, prinkler leakage, and riot, 
etc.; risks written and in force; National Board 
tables on risks, premiums, losses, expenses, tax- 
ation, ratios, etc.; taxes paid by fire insurance 
companies in 1927; par, book and market values 
of insurance companies’ stocks, with d‘vidend 
rates for 25 years; companies in the hands of 
receivers, with names of latter; insurance in 
Canada; home office statements of British com- 
panies for 1927, and lists of companies in 100 
fore'gn countries. 


Fire DEPARTMENTS AND WATER SUPPLY 


The above is the descriptive title of a division 
of The Insurance Year Book, Fire and Marine 
Volume, which has been found very useful to 
fire underwriters desiring to ascertain the ex- 
tent of the fire protection maintained in the 
various cities and towns in the United States 
and Canada. The 1928 edition contains data 
relating to 5451 towns of 750 to 2000 popula- 
tion (the 1927 edition presents data as to 3600 
cities and towns of 2000 or more population. 
Such data brought up-to-date will also appear 
in the 1929 edition). The data presented is of a 
strictly informative nature and well calculated 
to convey a clear idea of the prevailing condi- 
tions in the respective municipalities. 

From the foregoing it is manifest that every 
fire insurance man needs to have at hand and 
readily available this serviceable collection, of 
innumerable. facts relating to his business. 

The Fire and Marine Volume of The Insur- 
ance Year Book can be obtained at $20, or with 
either one of the other volumes for $35, and 
the three volumes for $50, when ordered to- 
gether. 





Casualty & Surety Bulletin 


THE SPEC i ATOs. 





Thursday 








The Ranking Ten in Casuality Surety and 
Miscellaneous Lines--1927 


The accompanying table shows the ten lead- 
ing stock insurance companies in the various cas- 
ualty, surety and miscellaneous lines, ranked as 
to written premium volume, together with their 
rank in total premium volume from the entire 
list of stock casualty, surety and miscellaneous 
insurance companies. The last four lines show 
the percentage which the total premium income 
of the ten leading companies bears to the total 
premium income of all stock casualty, surety 
and miscellaneous insurance companies in the 
particular lines as shown in the Insurance Year 
Book, Casualty, Surety and Miscellaneous 
Volumes. 

This tabulation reveals that in two of the 
lines the ten leading companies wrote over 90 
per cent of the total business written, while in 
two other lines the ranking ten companies wrote 


over 75 per cent and in all except six the ten 
leading companies wrote over 50 per cent of the 
total business written. While it is still a fact 
that the recognized leaders continue to write 
the lion’s share of the business, comparison of 
these percentages in 1927 with past years shows 
unmistakable evidence of the inroads which the 
many new casualty and surety organizations 
are making in the fields once completely dom- 
inated by the old, established companies. 

There are forty-s:x companies in this tabu- 
lation indicating that the special lines are well 
distributed among the various companies. Of 
these forty-six companies, nine of them are 
companies whose business is confined to accident 
and health insurance, one company writes plate 
glass only, one confines its business to steam 
boiler insurance, one to automobile insurance, 
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Aetna Cas. & Sur., Hartford... euttuss. amctites: inc ch -.c : «ao 
Aetna Life, Hartford......... 4 5 6 2 2 2 a es 3 
American Surety, New York. . Fe Abia). RR” bovug -cietnar aos 2 4 24 
Bus. Men’s Assur., Kans. City. 10 4 10 a 44 
Columbia Cas., New York.... .... . Za 8 3a 
Commercial Cas., Newark. . ee 8 joe pa ee 20 
Continental Cas., Chicago. . 2 3 4 Boe a bose 16 
Conn. Gen’! Life. Hartford. . Be ears Kae shee seis Saeee. bd 75 
Employes Liability, London. sk 9 4 3 6 6 8 10 6 6 
European General, London. . 9 _ cae 2 10 - pear ~<PPas 32 
Fidelity & Casualty, N. Y.. 8 10 6 9 8 9 4 7 4 9 ' eee 7 
Fidelity & Deposit, Baltimore. ve sep = 3 2 D. vccs Diese 19 
Gen’! Acc., Fire & Life, Per’ 5 10 BD: ssa, ores, uoek km. ene 7 8 8 10 
Globe Indemnity, Newark. . ines, ely 8 6 40. cass 9 10 9 9 7 8 
Gt. Northern Life, Milwaukee. ehaais 9 s ib swe Gaeh aaiw soa. ooo Dare a 92 
Hartford Acc. & Ind., Hartford. .... .... .... 4 7 6 7 8 6 pi 4 4 4 5 
Hartford S. B. & Ins., Hartt'd.. (kw, Bote. sess, bead: ewes cokex 1 Resa 41 
Indem. Ins. Co. of N. A inte 9 15 
Internat’l Indem., ay he er oka eee 4 70 
Life and Casualty, Nashville.. .... .... 9 43 
Lloyds’ Plate Glass, N. Y .... ie D  genes Ohcce 120 
London Guar. & Acc., London. .... 0 2... 222. cee eee eee ee, @ 8 23 
Maryland Casualty, Baltimore. .... .... .... 7 5 5 6 6 8 8 3 2 6 3 4 
Mass. Bond. & Ins., Boston... .... D. iauk wees eeeay- seen more 25 
Mass. Protective, Worcester... .... .... 5 34 
Metropolitan Cas., New York. Sous a6 9 3 se 22 
Metropolitan Life, New York.. 5 1 3 - ae _ 29 
National Life & Acc., Nashville 2 sae orate 28 
National Surety, New York... 7 1 3 1 11 
New Amsterdam Cas., Balti... 8 - 17 
New Jersey Fid. & Pl. aoe — 10 em sare 54 
New York Casualty, N. Y.. site 1 ene. ae 78 
New York Indem., N. Wee. as 9. ss 35 
Ocean Acc. & Guar., London.. 9 5 3 10 14 
Pacific Indemnity, Los Angeles was ake ; eae 45 
Pacific Mut. Life, Los Angeles. . 3 6 aca wave ee 36 
Royal Indemnity, New York.. .... .... .... ws... ins 7 ae 13 
Southern Surety, Des Moines.. .... a 7 ee Bee MSL? ase. ane ns 31 
Standard Accident, Detroit. . . 7 10 10 a 10 | Geena 9 
Travelers Indemnity, Hartford .... eke me 5 3 2 7 1 2 1 18 
Travelers Insurance, Hartford. 1 2 1 1 1 1 laf: iene Bee 1 
Union Automobile, Los Angeles .... .... 2... 0 22-20 caus ~ = | eae 57 
Wake Se: pass eeeioanas 3 3 4 4 1 7 5 3 6 2 2 
id. Nat’ IS Nd vaca Sua vaieste ‘ie ne te as 42 

Zurich Gen. Ave. & Lig. Zone BS os SOE pe ee Ale ee 8 21 

Percentages, prems. of ten lead- 
ers to total: 
36.3 78.2 45.0 47.6 62.8 58.4 75.3 63.9 47.4 59.0 94.5 94.1 46.1 47.9 62.6 35.8 
37.5 73.6 45.2 52.5 60.6 59.8 77.6 67.1 50.3 58.5 99.2 94.0 53.7 54.3 66.4 137.9 
30.4 73.1 41.2 50.2 64.6 65.4 79.0 69.6 54.2 59.5 95.1 92.9 54.7 53.9 65.9 438.2 
29.0 70.5 36.6 50.2 62.0 66.8 79.4 71.9 54.7 59.9 94.8 93.0 54.8 53.2 67.1 139.3 
34.5 77.1 53.6 52.6 67.1 67.1 80.5 76.3 57.6 66.7 96.4 97.8 50.4 56.6 65.8 143.5 
* The total accident premium fa figures includes the health premiums ot companies which do not segregate these items. t The total of al 
certain companies which do not segregate their premium volume in the individual lines. 
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and one to fidelity and surety. Even with the 
elimination of these thirteen companies, the lack 
of concentration which is so pronounced in the 
field of life and fire insurance, is not evident 
in casualty and surety lines. The fact that 
there are thirty-three compan‘es ranking some- 
where among the first ten in two or more lines 
is a point in favor of the casualty and surety 
agent who can offer such complete facilities 
whatever company he represents, that his suc- 
cess is dependent on his own energies, rather 
than on the comparative strength and size ot 
competing companies. 

Due to the fact that some companies, both 
large and small, do not separate their accident 
and health business, a column of combined 
health and accident insurance is shown. While 
in the table several specializing companies are 
listed as leaders in the various classes, it will be 
noted that the greater number of those ranked 
are multiple line companies. 





FOREIGN NEWS 











Germany. The number of licensed auto- 
mobiles in Greater Berlin on August 1 shows 
again a substantial increase over the registra- 
tions of July 1, with 27,170 (26,233) private 
cars, 13,106 (12,956) auto trucks, 9222 (9128) 
taxicabs and 752 (720 autobusses. To this 
have to be added 28,565 (27,372) motorcycles 
of all kinds. 

Denmark. Government Export Credit in- 
surance, which is now in its sixth year, has 
been able to pay all expenses and losses out of 
the premium income. Parliament has increased 
the reserve fund from 35 to 45 Million Kroner. 
Danish private insurance is criticising these 
government activities, but it must be remem- 
bered, that so far private enterprise did not 
show any willingness to undertake this im- 
portant branch, which is essential for the Dan- 
ish export business. Of late some the leading 
Danish stock companies have shown willingness 
to write credit insurance and it is stated that a 
company is about to be launched for which al- 
ready 80 per cent of the needed capital has 
been subscribed. The company is expected to 
be actively engaged in the business during this 
fall. 

Metal Mining Industry Had a Lower 

Accident Rate in 1927 

The metal-mining industry in the United 
States had fewer deaths and injuries from ac- 
cidents to its employees in 1927 than in 1926 
according to a study of reports from operating 
companies just completed by the United States 
Bureau of Mines, Department of Commerce. 
The death rate was reduced from 3.47 per thou- 
sand employees (300-day employees) in 1926 to 
3.10 per thousand in 1927. 
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Recent Company Happenings 








Stockholders of the Georgia Casualty 
Company, of Atlanta, have been notified of 
the proposal of the directors of the com- 
pany to increase the authorized capital stock 
from $500,000 to $1,500,000, and also that 
the charter of the company be amended in 
order to permit it to write fidelity surety, 
accident and health lines. The stockholders 
will vote on these proposals October 15. 





Upon the death of F. J. Carroll, who was 
resident manager of the Indianapolis branch 
office of the Globe Indemnity Company, of 
Newark, N. J., George W. Clark, his assist- 
ant, was appointed to succeed him. 





Albert A. Peters, superintendent of agen- 
cies for the Equitable Casualty and Surety 
Company, of New York, has resigned along 
with President Harold Cronin. It is ex- 
pected that both men will be identified with 
a new surety company yet to be announced. 





John J. Nagle, for twenty-five years an 
adjuster for the Travelers Insurance Com- 
pany, died recently at his home in Hart- 
ford. Mr. Nagle was prominent in civic af- 
fairs in his home city, being a member of 
the Board of Education for several years. 





Joseph Sandman has been appointed sup- 
erintendent of production for the metropoli- 
tan office of the Great American Indemnity 
Company, of New York. Mr. Sandman has 
made quite a record for himself in Philadel- 
phia insurance circles. 





The Western department of William H. 
McGee & Co., of New York, manager for 
the Transportation Indemnity Company, of 
New York, have added another member to 
their staff in the person of H. F. MacLachlin, 
who will act as executive special agent for 
the Transportation. 





The New Amsterdam Casualty Company, 
of New York, announces that John D. Pha- 
raoh, who has been the resident manager of 
the company’s Philadelphia office, has been 
recalled to the home office in an executive 
capacity, and will be succeeded by A. P. 
Schueman, who has been claims manager 
for that office. 





Arthur G. Stanten has been appointed 
branch manager of the Chicago office of the 
Massachusetts Bonding and Insurance Com- 
pany, of Boston. Mr. Stanten has been as- 
sistant manager of Conkling, Price & Webb. 


K. V. Rothchild has been appointed dis- 
trict manager of the United States Casualty 
Company, New York, with headquarters in 
Chicago. Mr. Rothchild, formerly Chicago 
manager for the Federal Surety, will have a 
large territory, consisting of a large part of 
Illinois and several adjoining States. 





Harry D. Vandeveer, of Los Angeles, 
Calif., has been elected executive vice-presi- 
dent of the New York Indemnity Company, 
New York. 





Charles D. Richardson is a vice-president 
of the recently-formed Pennsylvania Surety 
Company. Mr. Richardson is prominent in 
Pittsburgh financial circles. 


Change in Maryland Casualty’s Contract 
Bond Department 


BattrmorE, Mp., October 8 —Harry B. 
Sprague has resigned as manager of the con- 
tract department of the Maryland Casualty 
Company, according to an announcement by F. 
Highlands Burns, president. 

E. E. Kolb, now manager of the fidelity de- 
partment of the company, will relinquish part 
of his duties as such and will have general 
supervision over both the contract and the fidel- 
ity department with the title of supervising un- 
derwriter. 

A. D. Cockey and F. J. Cluet, assistant man- 
agers of the contract and fidelity departments, 
respectively, will continue as such with the 
enlarged and more important duties necessitated 
by the change. 


Addresses Agents 
(Concluded from page 19) 


industry, watches over the investment of the in- 
dividual in his home and thereby gives the se- 
curity which enables him to devote his en- 
ergies and fruitful labors elsewhere. 

But, Mr. Hannah said, there was a voluntary 
service performed that does not directly involve 
the sale of policies and the collection of pre- 
miums therefor. The largest contribution to 
public welfare made by stock fire insurance 
companies, he said, was through the National 
Board of Fire Underwriters of the United 
States. He treated in detail a number of the 
various ways in which the National Board car- 
ries on its work—its large corps of engineers 
and other highly trained experts, its encourage- 
ment of improved and safe methods of building 
construction, its inspection of cities and towns, 
the formulation of improved building codes and 
model ordinances, its war on incendiarism and 
arson, its educational program. 

Some of the results of these voluntary ac- 
tivities he enumerated under such classifications 
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as the saving of life, the conservation of prop- 
erty, and the saving of money. 

He stressed the fact that every fire insurance 
agent, whether in the smallest town or the larg- 
est city in his State, had a definite responsibility 
to his ne‘ghbors to preach unceasingly the doc- 
trines of fire prevention and fire protection, of 
better construction, model municipal ordinances, 
fire marshal laws and punitive arson statutes. 
“Through you can and should be brought home 
to your community the most effective measures 
for overcoming the ‘Fifth Horseman,’ fire, who 
lays waste but does not build.” 


“INSURANCE YEAR BOOK” FOR 1928 IS 
PUBLISHED 

The Spectator Company Issues Work in: 
Three Volumes 


The Spectator Company 135 William street, 
New York, has published the 1928 edition of 
“The Insurance Year Book.” As usual it 1s 
issued in three volumes, devoted to fire, life and 
casualty insurance, respectively. The three vol- 
umes collectively contain about 3750 pages. The 
price of the complete set is $50, any two of the 
three volumes $35, and a single volume $20. 

In the fire and marine book about 400 pages 
are devoted to reports on companies, stock, mu- 
tual, Lloyds, reciprocals, with date of organiza- 
tion, officers, financial statement, deta‘ls of as- 
sets, directors, field men and historical data 
concerning each. This book also gives infor- 
mation about foreign unlicensed companies, a 
list of retired companies, a list of underwriters’ 
agencies, a directory of agents, adjusters and 
insurance lawyers and a description of the fire 
protection of hundreds of cities and towns. In 
addition there is included a vast amount of 
statistical and other information of great value. 

The volume devoted to casualty, surety and 
miscellaneous companies gives for each com- 
pany historical data, general reputation, classes 
of business written, officers, directors, terri- 
tory in which it operates, financ al statements 
for each of five years and the premiums, losses 
and expenses by classes for five years, business 
by State, liability and workmen’ compensation 
experience (for companies writing these 
classes), directories of agents, attorneys and 
medical examiners, with a large amount of mis- 
cellaneous information. 

The life insurance volume gives historical 
data on each company, adm‘nistration and re- 
pute, classes written, officer, directors and 
States in which it does business. In a table 
are presented the leading features of the in- 
come, disbursements, assets and liabilities, new 
business written, terminations and insurance in 
force for each company. Statutory require- 
ments for all the States are included. An- 
other feature is statistics for each company run- 
ning back fifteen years, and still another is in- 
surance by States. A large amount of informa- 
tion as to fraternals is presented. This vol- 
ume also contains the directory of agents, attor- 
neys and medical examiners. oa 

The Spectator Company has been publishing 
this work for fifty-five years. It has grown 
from one small volume to its present size. It 
is found in company offices, libraries and else- 
where not only in this country but elsewhere 
where it is recognized as a standard work of 
reference—New York Journal of Commerce. 
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INSURANCE STOCKS 


The following quotations, as of October 8, 
1928, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SPECTATOR will endeavor to supply the data: 


Bid Offered 

American Alliance 

Arthur Atkins & Co., N. Y.......... 570 590 
American Insurance Co. ai rebuilt 

Arthur Atkins & Co., N. Y.......... 26 27 

Miliken & Pell, Newark, Sy ae 26% 271 

J. S. Rippel & Soi, Newark.......... 26% 27% 

L. A. Hollander & Co, Newark...... 26% 271 

Gilbert Eliott & Co., N. ¥. C........ 2634 2714 
American Reserve Ins. Co. 

9. moy Promer @ Co., N.Y... ...0. 86 89 

Gilbert Eliott & Co., N. ¥. C........ 85 90 
American Surety 

Lewis & Co., Hartford...........000 265 275 
Bankers & Shippers 

Memaniey @ Ca., N.Y... 6. ccevces 570 590 

Arthur Atkins & Co, a Ree 550 590 

Gilbert Eliott & Co., 'N. SS Ree 525 575 
Bankers Indemnity (Newark) 

Miliken & Pell, Newark, N. J........ 22 23 

J. S. Rippel & Co., Newark......... 22 223; 

L. A. Hollander & Co., Newark...... 22 23 
Baltimore-American 

J. Roy Prosser & Co., N. Y......... 84 86 

Henry G. Rolston & Co. | ae 85 86 

Gilbert Eliott & Co., +. eee 85 87 
Camden Fire 

Arthur Atkins & a ee | ERE 30 32 

eg Bee. i ee 30 32 

Morley, Wood & Co., Mptiie. care 3034 31! 

L. A. Hollander & Co., Newark...... 3034 31} 

Gilbert Eliott & Co., N. Y. C........ 3034 31% 
Carolina Insurance 

J. Roy Prosser & Co., N. Y......... 60 64 

Arthur Atkins & Co., N. Y.......... 60 63 
Chicago F. & M. 

Charles Sincere & Co., Chicago...... 16 18 
City of New York Ins. Co. 

Arthur Atkins & Co., N. Y.......... 590 610 
Commercial Cas. Ins. Co. 

Miliken & Pell, Newark, N. J........ 53% 55 

J. S. Rippel & Co., Newark STS 531% 55 

Gilbert Eliott & Co., Se 4) ee 53 56 
Constitution Ind. Co. 

Morley, Wood & Co., eer 35 38 
Continental Assurance 

Charles rong Co., Citicago........ 96 101 
Continental 

Charles Seen & Co., Chicago...... 75% 77 


Continental Ins. Co. 
Lewis & Co., Coe ee 80 81 
Eagle Fire (Newark) 


j. S. Rippel & Co., Newark......... 91 95 

Biltiers Thott & Co. Yo Se 90 95 
Excess Ins. Co. of America 

Gilbert Eliott & Co., N. Y. C........ 17% 19 
Fidelity- Phenix 

Lewis & Co.. Hartiord ........0.000. 86 87 
Fidelity and Casualt 

Arthur Atkins & Co., N. Y.......... 182 188 

J. Roy Prosser & Co., N. Y......... 183 187 

Gilbert Eliott & Co., N. ¥.C........ 184 188 


Fire Assn. of Philadelphia 








As An Investment Suggestion 


Continental 
Casualty 
Insurance Co. 


CHARLES SINCERE & C0. 


Members New York Stock Exchange 
Members Chicago Stock Exchange 
Members Chicago Board of Trade 


231 South La Salle St. 
Chicago 








Morley, Wood & Co., N. Y........ 47 47% Perez F. Huff & Co., N. VY. .....000. 26 29 
Firemen’s Insurance Co. of Newark (ex. div.) Independence Fire Ins, Oo. 
Miliken & Pell, Newark, N. J........ 4544 4853 2 rag jag head eer ME gies aus 20 22 
Henry G. Rolston & Co., N. Y....... 45% 464% ns. Co. of No merica 
J. S. Rippel & Co., Newark......... 4534 46% Morley Wood & Co., Phila......... 74% 75% 
L. A. Hollander & Co., Newark...... 451% 46% Lewis & Co., Hartiord.......scccecce 74% 75% 
Arthur Atkins & Co., N. V.......... 45% 46% Maryland Casualty 
Gilbert Eliott & Co., N.Y. C........ 4514 4614 Lewis & Co., Hartford.............. 157 165 
Franklin Fire Gilbert Eliott & OD . ie a > 157 163 
Arthur Atkins & Co., N. Y.......... 395 410 Meee a Ins, Co. “4 aie an 
Glens Falls ur Atkins SE. 52 aerate 
Arthur Atkins & Co., N. Y.......... 62 64 Milwaukee Mechanics 
J. Roy Prosser & Co., N. Y......... 6214 64 Arthur Atkins & Co., N. Y.......... 45 46 
Lewis & Co., Hartford.............. 62 64 Henry G. Rolston & Co., N.V...... 45 46 
Gilbert Eliott & Co., N. Y. C........ 62 631% Gilbert Eliott & Co., N. WAG cc: 45 47 
Globe & Rutgers Missouri State Life 
Lewis & Co., Hartford.............. 2925 2975 Arthur Atkins & Co., N. Y.......... 107 110 
Gilbert Eliott & Co., N.¥.C........ 2930 2970 Perez F. Huff & Co., New York...... 107 110 
Great American Ins. Co. National Liberty 
L. A. Hollander & Co., Newark...... 47 4814 Henry G. Rolston & Co., N. Y...... 98 100 
Henry G. Rolston & Co, N.Y...... 47 4734 J. Roy Prosser & Co., N. Y.......-. 9814 100 
Jo Roy Promet & Co. N.Y... 5. 8c0e- 48 484% National Surety 
Arthur Atkins & Co., N. Y.......... 47 484 McKinley & Co., N. Y.....ceeeeees 290 295 
— ng rye oy baa om .. =s Lewis & Co., eimeS 292 = 295 
ilbert Eliott oe. i A 2S 34 42 
Guardian Fire Assn. Corp. Naticeel ie & Co. y 320 335 
Henry G. Rolston & Co., N. Y...... 118 122 Gilbect Eliott & Co, ae 7 eee 320 335 
Hanover Fire (new stock) perth ae voce? hy galled dl 
Arthur Atkins & Co., N. Y.......... 79 82 ° 73 
Lewis & Co., Hartford.....,........ 79 82 a “ako Bo sg tgs sntts*: a = 
Gilbert Eliott & Co., N. Y.C........ 80 82 uaa 
Haifex Pg hie sights) N.Y 44 45 J. S. Rippel & Co., Newark......... 65 70 
Perez F. Hu oo, hie See Sere 5 New York Casualty Co. 
m=. Roy coy & Co. N.Y......... 44 45 J. Roy Prosser & Co., N. Y......... 92 94 
armonia Ins. Co. : - 
és ” Se a eRe Eo a ee 92 95 
ead saad od nag Saat -. = Gilbert Eliott & Co., N. ¥.C..01012. 92 95 
Henry G. Rolston & Co., Navn... 7 76 New World Life , 
Home (N. Y.) ex Home Sec. Co. nooees Sincere & Co., Chicago...... 16 18 
Pi rao winayevers 540 550 Niagara Fire : 
Licciniey & CoN Rt ie Rie elasaisire ate 340 330 Lewis & ©O;, TIT. 0666 ccccccess 132 136 
Gilbert Eliott & Ce, ie ae Cae 543 550 North River Ins. Co. : 
Lewis & Co., Leahy Le Siege 540 550 Arthur Atkins & Co., 2. Be. SORT Pec 330 345 
Hudson Cas. Ins. Co. Peoples National 
Oe Eg 6 OS. eb ee eee 9 10 J. Roy Prosser & Co., N. Y......... 59 61 
Importers and Exporters Henry G. Rolston & Co., js” as re 59 60 
Arthur Atkins & Co., N. Y.......... 90 93 Philadelphia National Fire’ 
Gilbert Eliott & Co., N. Y. C........ 88 91 Morley, Wood & Co., Phila......... 25 28 
Independenc? Indemnity Presidential F. & M. 
Morley, Wood & Co., Phila......... 27 30 Charles Sincere & Co., Chicago...... 29 











CLINTON GILBERT 


Will Buy or Sell 


Aetna Fire Insurance Co. 
Continental Casualty Co. 
Firemens Insurance 
Halifax Fire Insurance 
National Casualty Co. 
Transportation Re-Insurance Co. 
Transportation Indemnity Co. 
United States Fire Insurance 


Inquiries Invited 


CLINTON GILBERT 


Established 1890 
2 WALL STREET NEW YORK 
Telephones: RECtor 4845 and 8720 
Private Telephone to Hartford 
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Public Fire Ins. Co. 


J. S. Rippel & Co., Newark......... 2534 2634 
Reliance Fire 
Morley, Wood & Co., Phila......... 26 28 
Republic Fire, Pittsburgh 
Henry G. Rolston & Co., N. Y...... 47 49 
Republic Fire, Pittsburgh, "Rights 
Henry G. Rolston & Co., N; ¥.C¢ 2% 3 
Security Ins. Co. of New Haven 
Arthur Atkins & Co., N. Y.......... 130 134 
Lewis & Co., Hartford.............. 130 136 
St. Paul F. & M. Ins. Co. 
J. Ray Prosser & Co. N.Y... 5.000 210 214 
Mekinley & Co., N. Yu... .ccccccecs 210 215 
Southern Surety 
Perez F. Huff & Co., N. Y.......... 3714 39 
Gilbert Eliott & Co., N. ¥.C....... 37% 3814 
Stuyvesant 
J. Roy Prosser & Co., N. Y......... 305 315 
Arthur Atkins & Co., N. Y.......... 307 315 
Lewis & Co., Hartlotd ......ccccucas 305 315 
Gilbert Eliott & Co., N. Y. C........ 305 312 
Sun Life Assn. 
Lewis & Co., Hartford...........6. 2050 2150 
U. S. Fire Ins. Co. 
J. Roy Prosser & Co., N. Y........2. 106 109 
Lewis & Co., Hartiotd.......scccces 105 110 
Universal Ins. Co. 
Arthur Atkins & Co., N. V.......... 78 80 
United States SB nena & ‘aisle 
J. Roy Prosser & Co., N. Y......... 440 450 
U. S. Fire Irs. Co. 
Lewis & Co., Hartford. .......05065- 110 115 
Victory Insurance Co. 
Morley, Wood & Co., Phila......... 26 28 
Virginia F. & M. 
Arthur Atkins & Co., * » PRC 128 135 
J. Roy Prosser & Co. LING N eo oclawcs ae 128 135 
Westchester Fire 
Mekutar & Co, We Vivcsisccccccceee 97 99 
Arthur Atkins & Os, ae 96 98 
J. Roy Prosser & Co., (2 Ae ae 97 99 
HARTFORD STOCKS 
Aetna Casualty and Surety 
Conning & Co., Hartford............ 1160 1180 
Lewis & Co., Hartford............-. 1160 1180 
Aetna Insurance (Fire) 
Conning & Co., Hartford............ 890 910 
Lewis & Co., Hartiord... ...66660-0-: 890 905 
Aetna Life Ins. Co. 
Conning & Co., Hartford............ 865 875 
Lewis & Co., Hartiond. ......0.2.00% 865 875 
Automobile Insurance 
Conning & Co., Hartford............ 425 435 
Lewis & Co.,-Hartford............2. 425 435 
Conn. General Life 
Conning & Co., Hartford............ eee 1800 
Lew & Co,, Fieri... see cccc ccs 1750 1800 
Hartford Fire 
Conning & Co., Hartford............ 840 850 
Few 6 Co,, Mattiond . .6ocs cessecce 840 850 
Hartford Steam Boiler 
Conning & Co., Hartford............ 775 
Lewis & Co., Hartford.............. 775 
National Fire 
Conning & Co., Hartford........... 1125 ee 
Lewts.& Co., Hattlotd......ccccvcs: 1125 1150 
Henry G. Rolston & Co., N. ¥.C.... 1125 1150 
Phoenix Insurance 
Conning & Co., Hartford........... 820 835 
Lewis & Co., Hartiord.....cces-scss 820 835 
Travelers Insurance (ex rights) 
Conning & Co., Hartford............ 1615 1630 
Lewis @ Co., Hastiogd... os. 6<a0os00 1615 1630 
NEW ENGLAND STOCKS 
American Investment Securities Co. 
Chas. A. Day & Co., Inc., Boston.... 19 22 
Boston Casualty 
Chas. A. Day & Co., Inc., Boston. ... 15 20 
Boston Insurance 
Chas. A. Day & Co., Inc., Boston.... 1200 1250 
Capitol Fire Ins. Co. 
has. A. Day & Co. Inc,. Boston 
pS Se ree 95 
WeMNNINIENS ooo ave vaare «nae ge cu’ 285 
Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 410 425 
Mass. Bond. & Ins. Co. (new) 
Chas. A. Day & Co., Inc., Boston. ... 550 590 
Mass, Title Ins., Pfd. 
Chas. A. Day & Co., Inc., Boston... . 25 35 
New England Fire 
Chas. A. Day & Co., Inc., Boston... . 50 55 
New Hampshire Fire 
Chas. A. Day & Co., Inc., Boston.... 500 530 
Old Colony Insurance 
Chas. A. Day & Co., Inc., Boston.... 275 
Providence--Washington 
Chas. A. Day & Co., Inc., Boston.... 735 765 
Springfield Fire and Marine (new) 
Chas. A. Day & Co., Inc., Boston. ... 200 215 
United Life and Accident Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 33 38 





Legal Decisions 


An agent has no power to waive that condi- 
tion of the policy relating to the submission of 
written proofs as loss. (Caracuzzo vs. Orient 
Insurance Company of Hartford, Rhode Island 
Supreme Court, April 11, 1928.) 





The Marine Insurance of Goods 

A new book entitled The Marine Insurance 
of Goods, by. Frederick W. S. Poole, has been 
published by Sir Isaac Pitman and Sons, Ltd. 
[t is a hand book intended for the use of mer- 
chants, shippers, brokers, underwriters, ad- 
justers of claims, and others, and is written 
by one engaged in the practical side of ma- 
rine insurance and who has had a_ varied 
experience with leading British and colonial in- 
surance companies and with Lloyds brokers, 
which has well qualified him to write upon the 
subject. After a historical introduction this 
excellent work takes up modern commerce; the 
principles fundamental to the insurance con- 
tract; obtaining insurance protection, and the 
standard form of policy. It then deals with 
the voyage insured and the subject matter in- 
sured; the perils insured against; the “sue and 
labor” and “waiver” clauses; the concluding 
clauses of the policy; the premium and the 
memorandum of the policy. Another chapter 
covers policy amendments, other clauses, etc. 
Part 2 takes up the subjects of claims—their 
presentation and settlements; total losses; par- 
tial losses—particular average, etc.; particular 
charges; general average; salvage and salvage 
charges and returns of premium and sundry 
other matters. 

There are also appendices relating to the Ma- 
rine Insurance Act of 1906; the Marine Insur- 
ance Act of 1909 (gambling policies); The 
Stamp Act of 1891; The Carriage of Goods by 
Sea Act, 1924; the York-Antwerp Rules of 1890 
and 1924; The Rules of Practice of the Associa- 
tion of Average Adjusters and various clauses 


in general use. A very complete index occupies 
15 pages and makes data concerning any desired 
subject readily accessible. This valuable and 
up-to-date work embraces 427 pages and may 
be procured through The Spectator Company at 
$4.50 per copy. 


Harry B. Sprague, manager of the con- 
tract bond department of the Maryland 
Casualty Company, of Baltimore, has re- 
signed. E. E. Kolb, manager of the fidelity 
department, will henceforth be in charge of 
the contract department as well. 








INSURANCE 
COMPANY STOCKS 


Six of the stocks recommended 
by us last year more than 
doubled in value. Write for 
Circular B D which describes 
several issues which still seem 
to be underpriced. 








Quotations on Request 


ARTHUR ATKINS & CO. 


27 William Street 
New York 


Hanover 3707 





























SEVEN 7 POINT FULL COVERAGE AUTOMOBILE POLICY 























Plate Glass Insurance— 


of profits to agents. 


Made To Measure For Agents 


As a result of a very careful survey of the Plate Glass Insur- 
ance Field, the Republic believes that it has succeeded iu 
harmonizing the limit of sales possibilities with the maximum 






And it now offers a feature policy of unusual merit. 
If you are interested in profits, better write at once for details. 


Ss REPUBLIC —& 


CASUALTY & SURETY COMPANY 
35 East Wacker Drive, Chicago 





AUTOMOBILE 
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LAW 





USE OF DUE CARE 

It was not negligence on the part of the 
foreman of a railroad gang to direct them 
to return to work on foot along the tracks, 
where it was impossible to use the usual 
method of conveyance because of a blizzard. 
Such people walking along the tracks as- 
sume the risk of inherent dangers only when 
the railroad company has performed its full 
duties, and therefore the railroad company 
rules made for the protection of employees 
under such circumstances should be con- 
sidered in determining the question of negli- 
gence. 

The plaintiff in this action was employed as 
a telegraph linesman by the defendant railroad 
company, and at the time in question was work- 
ing about a mile west of a certain railroad sta- 
tion. The men working with the plaintiff all 
returned to a hotel near the station for lunch 
by motor car, which travels on the rails of the 
track. However, as there was a blizzard blow- 
ing and the snow was piled to the height of 
three or four feet on the sides of the track, the 
foreman, being unable to use this car because 
of the weather, sent the men back to work 
along the tracks. At the time the men started 
to walk back to work, there was a train stand- 
ing on the third track headed in the same direc- 
tion in which they were walking. After they 
had proceeded a little way they heard a train 
coming on the third track behind them, and at 
the same time saw a train coming in the oppo- 
site direction on the fourth track, which is the 
track they usually walk on. In order to escape 
both trains, the plaintiff crossed the second 
track on to the first track where he was struck 
and killed by an express train coming sixty miles 
an hour. 

The administrator of the assured brought this 
action against the company on the ground of 
negligence under the Federal Employers Liabil- 
ity Act which removes contributory negligence 
as a defense and makes the employer liable for 
the negligence of a superintendent. 

The trial judge submitted to the jury, the 
question as to whether under all the conditions 
involved the company was negligent, through 
its foreman, in allowing or suggesting or order- 
ing the men to walk up the tracks to perform the 
work which was necessary to be done. The 
New York Court of Appeals held that the trial 
judge was in error in submitting this question 
to the jury, stating that there was no such 
question to be submitted as the men were ac- 
customed to traveling on the tracks in going 
from and to their work, either walking or go- 
ing by motor car, which ran on the rails, and 
there was no negligence on the part of the 
foreman in suggesting or directing that the 
men go back in the snow storm without the 
use of a motor car, for although the motor car 
might have proceeded faster, it would have 
been on the tracks just the same. 


In ordering a new trial, the Court of Ap- 
peals said that a walker on tracks assumes the 
risk of inherent dangers only when the com- 
pany has performed its full duties, and that 
their rules and regulations, looking to the pro- 
tection of the employees under such circum- 
stances, should be considered in order to deter- 
mine the question of negligence. In this re- 
gard the Appellate Court cites the case of Beri- 
gan vs. New York, Lake Erie & Western RR. 
131 N. Y. 582 at page 584, quoting that tribunal 
as follows: “There is no proof in the case 
that rules for such a case had ever been pro- 
mulgated by any other railroad company, or that 
it was reasonable or practicable to provide 
against the occurrence of such an accident by a 
rule. The learned trial judge submitted to the 
jury the question whether the defendant was 
at fault in omitting to make and publish such 
a rule. This opened to the jury a wide field for 
speculation and conjecture. In the absence of 
some proof on the part of the plaintiff that 
such a rule was in operation by other roads or 
persons possessing peculiar skill and experi- 
ence in the management and operation of rail- 
roads to the effect that such a rule was neces- 
sary or practicable under the circumstances, or 
unless the necessity and propriety of making 
and promulgating such a rule was so obvious 
as to make the question one of common experi- 
ence and knowledge, the court is not warranted 
in submitting such a question to the jury.” 


The following quotation from Devoe vs. N. 
Y. C. H. R. 174, N. Y. 1, 9 was also invoked: 
“The duty of a master in making rules is meas- 
ured by the law of ordinary diligence. The 
law varies with the situation, for what would 
be ordinary diligence under one set of facts 
would be negligence in another. If, however, 
under the circumstances of a particular case the 
master has met the obligation of ordinary dili- 
gence in making and enforcing a rule he is free 
from liabil‘ty even if some other rule would 
have been safer and better. The law requires 
him to make and promulgate reasonably safe 
and proper rules and if he does so he is not 
liable, even if he might have made safer and 
more effective rules.” 


For the limitations of this law see Pearsall 
vo N.Y. C.c&i EL RARR, (G89 N.. Y., 474). 
(See also on this point Freemont v. Boston & 
Maine RR., 111 App. Div. 831; Doing v. N. 
Y., Ontario & Western R’y, 151 N. Y., 579, 
McCoy v: N. Y. Co & SL ORORR., .185 N.Y, 
276; Dzkowski v. Reynoldsville Carting Co., 
216 N. Y., 173.) The absence of any rules in 
the case of obvious and open danger has been 
held to present a question for the jury (Knick- 
erbocker v. General R’y Signal Co., 209 N. Y., 
404, at p. 406). 


(Reed vs. Davis and N. Y. Central, New 
York Court of Appeals, July 19, 1928.) 
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WHAT THE RECENT CASES HOLD 

Where the assured’s death occurred after he 
had alighted from an aeroplane flight and in 
bending over to avoid a wire was struck by the 
aeroplane’s propeller, which was still in motion, 
but plainly visible, his death though a sequence 
of participation in an aeroplane flight was not 
“in consequence of having participated in aero- 
nautics” hence recovery under a life and acci- 
dent policy cannot be refused on the ground 
that the injury sustained was brought about 
while participating in aeronautics which is an 
art of navigating the air. (Tierney vs. Occi- 
dental Life Ins. Co. of California, District 
Court of Appeals, California, 265 Pacific Re- 
porter 400.) 





A groundless third party suit was started 
against the assured, written notice of which to 
the company under a liability insurance policy 
was not given until after a claim was made 
against the insurer. The insurer interposed an 
answer in behalf of its assured but before trial 
withdrew from the defense, necessitating the 
employment by the assured of other counsel, 
who successfully defended the action. Held 
that a subsequent action by the insured against 
the insurer for attorneys fees and expenses in- 
curred by the employment of other counsel will 
result in a verdict for the insured. (Minn. Elec- 
tric Distributing Co. vs. U. S. Fidelity and 
Guaranty Co., Supreme Court of Minnesota, 
216, Northwestern Reporter 784. 





A burglary, where marks of forcible entry 
appeared on the door leading from a public hall- 
way to the assured’s premises, but not on the 
outer doors of the entire loft, is covered by a 
policy on stock of merchandise in “second floor 
rear” of a certain loft building, which provided 
that felonious entry made “through the outer 
doors to the loft known as the second floor” 
of the building, by force and violence of which 
the marks shall be visible on the “prem‘ses” at 
the place of entry. (Schlessel vs. Mass. Bond- 
ing 225 N. Y. Supplement 301.) 





An insurer does not become liable, under a 
contract of indemnity against loss, until the loss 
has actually been suffered and paid by the as- 
sured. On the other hand under a contract of 
indemnity against liability, the responsibility of 
the company becomes fixed as soon as the lia- 
bility attaches to the assured. (Wehrhahn vs. 
Fort Dearborn Casualty Underwriters of Chi- 
cago, St. Louis Court of Appeals, 1 Southwest- 
ern Reporter 2nd 242.) 





A foreign insurance company may be bound 
by the oral insurance contract of a resident 
agent. (Corrigan vs. National Motor Under- 
writers, Kansas City Court of Appeals, 1 South- 
western Reporter 2nd, 845.) 











October 11, 1928 THE SPECTATOR 


c 






































Agents— 
We will Help You do a Bigger Business 


Maryland Casualty Company 


Baltimore 


We Know How Say When 
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“IT’S A GOOD POLICY” Author/A ‘Author!/ 
MORE NEW POLICIES 


Retirement Income Policies 


(income to the insured) 


LOW COST PREFERRED RISK These “Brat readers"———applaud. 


“DOWN TO BRASS TACKS,” 


. . 
P OLICY the handy office reference-book on Direct-mail Advertising as a business’ 
builder for local Fire and Casualty agents. 


Cliff C. Jones,, ex-President, National Assoc. Ins. Agents, (R. B. Jones & Sons’ Agency). 
Kansas City, Mo. ‘Down to Erass Tacks’ has answered every question that has bothered 


NEW OWNERSHIP, BENEFICIARY and een LD a nerf apne hey ee pS 
our firm meeting last night we changed our direct-mail system materially due to your book.” 


ASSIGNMENT PROVISIONS T. F. Horton, Vice-Pres., A. J. Love & Co., Genl. Agents, Omaha, Nebr.: “After start- 


ing the book, I was so interested, I could not leave it till I had read it all. Any agent who will 











clearly define contractual rights read the book will find his enthusiasm aroused and that ought to mean increased commissions.. 

of all parties interested We are going to call it to the attention of our many agents ae Nebraska and Iowa.”: 

P Grover F. Miller, Miller Bros. Agency, Racine, Wis.: “ ‘Down to Brass Tacks’ is full 

; of real meat. There are more practical ideas jammed between its covers than I have found 

é in a score of other books and I have searched for something new that could be used in our 


office. This book should be on the desk of every live local agent in the country.” 
COMPLETELY REVISED ia hag, fy Sane ek a ee oe bea po bg dae i 
PLAIN ENGLISH POLICY FORMS the hood. Using tur of your idea, | walled tan etiee- an @hich Ge comedies eters wes 
$285. If -— puts the contents of this book into practice in a practical manner, good results 
are inevitable 


that will particularly appeal to the conscientious 





life underwriter THE SPECTATOR COMPANY, 135 William Street, N. Y. City 
I enclose $2.85 for “DOWN TO BRASS TACKS”. I want to learn how Direct Mail 
WRITE FOR INFORMATION can be used as a Business-Builder. 
| WOE rcecntcencotens sa Se ee 
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Nebraska 


This is an exceptional 
opportunity for a man 

_ capable of organizing 
and directing an agency 
force. 


In answering give full 
information as to your 
present connections, age, 
experience, and ‘phone 
number. Interview will 
be arranged. 


North Dakota 


GENERAL AGENT 
Wanted 


A prominent middle west life insurance company, 
with a large volume of business desires to establish 
a general agency in the following states: 


Illinois 


South Dakota 


If you have the qualifications to handle these valu- 
able connections, the opportunities are unlimited 
and remuneration will be more than satisfactory. 





EXCEPTIONAL NEW 
POLICY CONTRACT 


Allows insured on Limited 
Pay or Endowment form, to 
change back to Whole Life 
without medical examina- 
tion; without loss of original 
age rate; and withdraw in 
cash excess premiums over 








Whole Life rate, plus 4% 
compound interest, without 
lien or interest charge. 


Write Middle West 


care The Spectator 


THE HANOVER FIRE INSURANCE COMPANY 
Continuously in business since 1852 
The real strength of an insurance compan is in the conservatism of its 
management, and the management of THE HANOVER is an absolute 
assurance of the security of its policy. 
Charles W. Higley, President Montgomery Clark, Vice-President 
J. G. Hollman, Secretary . T. Giberson, Treasurer 
F. E. Sammons, Asst. Secy. A. E. Gilbert, Asst. Secy. 
Home Office, Hanover Bidg., 34 Pine St., New York 
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UNION 
LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 








Paid to Policyholders, over 
$26,000,000.00 


Insurance in Force 


$141,178,497.00 
A. C. TUCKER, President 














What About Accident 
and Health 


Insurance? 


Do you know what it is? Are you famil- 
iar with its basic policies? Do you know its 
underwriting factors? Do you realize the 
opportuinty it offers salesmen? Can you seli 
it intelligently? Do you know how and why 
it is highly profitable to companies, agents 
and brokers alike? All these and many 
other questions are answered in the new 
book by Armand Sommer called 


Manual of Accident and 
Health Insurance 


This book is far and away the most com- 
prehensive text production on this subject 


ever issued. It describes the business min- 
utely from all angles and tells the salesman 
exactly how to canvass for accident and 
health policies, how to make the sale, how to 
answer prospects’ objections and how the line 
can be used as an opening for other forms of 
indemnity. Everything the production man, 
home-office or field, needs to know about ac- 
cident and health insurance is in this new 
book and every phase of the business is ac- 
curately, logically and concisely detailed. 


Price $3. 


Discounts in Quantity Orders 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 






































EDUCATIONAL SECTION 
ror LIFE. INSURANCE Agents 2 


SELEEIEIEIIUI EAI Eee rrr 











PUVEUEET EUS U TUE EP SFE EEE SIPS T ET EST ESSE EE SE TEs: x= 











Agency Cost Accounting 


our general agents, I discussed a method 

we had developed for analyzing the 
financial value of the business produced by in- 
dividual general agencies) We had in fact 
already analyzed the business of every general 
agency of our company beginning with the is- 
sues of 1922. 

I did not anticipate that our agency cost ac- 
counting method would arouse much interest 
outside of our own organization, although I 
was aware of the fact that some other com- 
panies, from whom we had solicited informa- 
tion, were curious about our investigation. 

Several of the insurance journals made ref- 
erence to our method, and that, I think, led the 
American Life Convention program committee 
to request me to discuss the subject at this 


I AST January, at the annual meeting of 


meeting. 

Our business is founded on scientific prin- 
ciples. Every company periodically tests the 
soundness of its assumptions regarding mortal- 
ity, interest rates and expenses. Careful se- 
lection of risks and investments keeps mortal- 
ity and interest rates reasonably constant, and 
to these items we apply the most diligent and 
exacting care. 

Expenses in the field remain as the variable 
element most subject to control, and we may 
assume that while some of this expense may be 
legitimately viewed as incurred on future new 
business, most of it is chargeable against the 
business we are getting to-day, and must be 
recouped from profits on business now in force. 

The purpose of these field expenses—expense 
allowances, bonuses, convention trips, and the 
like—is obviously to acquire business, partly by 
developing agencies, and partly by supporting 
agencies financially. Even though we work out 
our plans carefully in advance for making these 
expenditures, it seems to me that we have never 
thoroughly investigated the results obtained by 
such expenditures. 


A Fase THEORY 

It is true that the relation of acquisition costs 
to first year premiums, first year margins, vol- 
ume of new business, etc., is computed by 
practically all companies, but the opinion seems 
to have prevailed that if the rate of commis- 
sion paid to each of a dozen general agencies is 
the same, and that if other expenses of the 
agencies are approximately the same per thou- 





Address delivered Wednesday, October 10 before 
the American Life Convention, at St. Louis, Mo. 


By Henry ABELS 


Vice-President, Franklin Life Insurance Company 


sand of insurance, the business produced by 
each of those agencies will have about the same 
financial value to the company. 

If we proceed on that theory we are only 
deceiving ourselves, because an accounting of 
these initial expenditures is really only the be- 
ginning of the problem, as many other elements 
must be taken into consideration. Present con- 
ditions have existed not only long enough for 
us to know that our business as a whole does 
support the acquisition expense, but also long 
enough so that we ought to know whether or 
not it pays in the case of any given agency,— 
whether a given agency ultimately produces a 
profit or a loss. 

A study of the life insurance business dis- 
closes scientific accuracy in every detail except 
in the analysis of results obtained by expendi- 
tures in the field. In approaching such an analy- 
sis the Franklin adopted this theorem: 

The business from John Doe’s agency may 
be profitable, it may barely pay its way, or it 
may be decidedly unprofitable, depending on the 
cost of acquiring and handling Doe’s business 
and on the quality of that same business. The 
Franklin attempted to determine the acquisition 
costs and quality of John Doe’s business by ap- 
plying the principles of accounting as exem- 
plified in the convention annual statement blank. 
If these principles of accounting reflect the 
financial condition of a life insurance company 
as a whole, we believe they could likewise re- 
flect the financial value of any given agency in 
any given year of issue. An analysis made in 
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this manner, if it is to show the time required 
to recover acquisition outlay and show the finan- 
cial worth of an agency’s business, must natu- 
rally take each year of issue separately. 

Our investigation, then, deals with the busi- 
ness of any given agency produced in a given 
calendar year. Briefly, we prepare a revenue 
account of this business, following it through 
from year to year and comparing the surplus 
or deficit at the end of each successive year 
with that of the preceding year, thus obtaining 
what we believe to be a sound index of the 
financial worth of the business under investiga- 
tion- 

We also calculate for the end of each suc- 
cessive year the surplus or deficit per thousand 
of business remaining in force at that time, 
and by means of the figures obtained we are 
enabled to compare the financial worth of one 
agency with that of any other agency. 

Under ordinary circumstances these calcula- 
tions would require a prohibitive amount of time 
and labor, but our home office uses the Holler- 
ith Punch Cards in its general accounting and 
statistical work, and the calculations involved 
in making individual agency analyses are so 
largely a by-product of the accounting work 
required in any case, that the extra time and 
labor have been reduced to a practical and satis- 
factory minimum. For example: In our cash 
book and ledger we have only one account for 
premium receipts, but by means of a punched 
card which is made for every premium received 
we classify these premium receipts according 
to: 

(a) first year or renewal. 

(b) life, disability, and double indemnity. 

(c) participating and non-participating. 

(d) States, for premium taxes. 


The first year premium cards, incidentally, 
are also used as volume records. They give us 
the premium payment and commission data used 
by our agency department in making up state- 
ments of production, and from them also we 
determine the status of agents in our various 
agency clubs. Renewal premium cards are 
classified into groups according to whether or 
not they are subject to renewal commissions. 
From those subject to renewal commissions we 
select the corresponding renewal commission 
cards, which have been previously punched and 
placed on file. At the end of each month these 
renewal commission cards are classified ac- 
cording to agency, added and listed in dupli- 
cate. One copy is the home office record of 








Life Insurance 
Educational Section 


THE SPECTATOR 





Thursday 








agent’s regular monthly statement. 

All of this work is a part of the usual and 
necessary routine of the home office. The 
classifying, adding, and listing are, of course, 
all done mechanically with the Hollerith equip- 
ment, and it will be evident that with this sys- 
tem little additional time and labor is required 
to ascertain the exact premium income and 
commission expense on any given agency's 
business. 

Referring again to our general accounting 
system, we have one ledger account, ‘payments 
to policyholders,” to which every payment to 
policyholders is debited in the course of the 
month. From duplicate vouchers Hollerith 
cards are made for every item entering this ac- 
count, and at the end of the month a classifica- 
tion is made according to annual statement re- 
quirements. 

The punched cards make it comparatively easy 
to distribute by States items allowed as deduc- 
tions in premium tax returns. Details for the 
actuarial department’s preparation of the gain 
and loss exhibit are also supplied by these cards, 
and very little additional labor suffices to ob- 
tain the surrender values actually paid on the 
business of any given agency. 

As our valuation punch cards show the code 
for the agency producing the business, we can 
automatically select from these cards those rep- 
resenting the business of any agency, and thus 
obtain the reserves on that business. From 
this reserve calculation we compute the ex- 
pected cost which is necessary to our investi- 
gation because the actual mortality of the com- 
pany is spread over the business of the various 
agencies according to the expected cost of their 
business: 

Some items cannot be as definitely allocated 
to the various agencies as are commissions, of- 
fice allowances, and bonuses. These other gen- 
eral expenses, which include supervision, home 
office overhead, convention expenses and the like, 
are assessed one-half to the volume of business 
paid for and one-half to the number of policies 
issued. Expense of renewal is charged ac- 
cording to the number of policies in force at 
the beginning of the calendar year. We em- 
ploy this method because the policies in force 
at the beginning of the calendar year will either 
be renewed or terminated, and the office ex- 
pense incident to handling terminations is fully 
as great as expenses incident to handling re- 
newals. 

In connection with work of this kind it is, of 
course, necessary to have an insurance account 
for the business of the various agencies being 
investigated. This account, for example, must 
show the number of policies and amount of 
business orig:nally paid for and in force at the 
end of each subsequent calendar year. As all 


December 31, 1923 
End of 1% years 


Issues of 1922 





of our records of received, issued, not taken, 
paid for, and unreported business are kept by 
means of Hollerith punch cards, we have in 
them all of the information necessary in the 
preparation of insurance accounts on business 
of any given agency. 

An investigation or analysis of the kind I 
am discussing will, when completed, show con- 
siderable variation in results between the several 
agencies whose business is the subject of the 
investigation, not only because of obvious dif- 
ferences in expenses allowances, but also be- 
cause of other factors which, while not so ap- 
parent, are nevertheless important. 

As we have distributed much of the general 
home office expense according to number of 
policies issued and in force, it is clear that the 
larger the average policy in any given agency’s 
business the lower this expense rate per $1000 
will be. In short, all other things being equal, 
the business of one agency will excel in value 
the business of another agency if the average 
policy for the first agency is higher than the 
average policy for the second agency because 
the expense element is lower in the first case 
than in the second. 

Again, since one-half of the first year gen- 
eral expenses are assessed according to number 
of policies issued, which includes policies sub- 
sequently canceled as “not taken,” and since the 
cancellation fee for “not taken” policies is con- 
siderably less than the cost of issuing the policy, 
a high percentage of “not taken” policies in 
any agency naturally increases the cost of that 
agency’s business. 

Where the volume of bus:ness under review 
is rather small the plan distribution of the 
business may materially affect the results be- 
cause some plans are more profitable, at least 
in the early years, than others. This fact, 
therefore, must not be lost sight of. 

A factor of considerable significance, espe- 
cially with reference to surplus per thousand 
of insurance, is the rate of persistency. As the 
defic:'t existing at any time in the history of 
the business must be recovered from “the profits 
on the business that remains in force, it fol- 
lows that the lower the persistency rate, the 
larger the deficit per thousand of renewing busi- 
ness and the smaller the hope that the business 
will ever become profitable. 

A simple example will illustrate this point: 
Agencies A and B each produce one million of 
new business in a given year, and at the end 
of the first year there is a deficit of $10 per 
thousand. 

We will assume that Agency A renews 100 
per cent of its million of business, so that after 
the second premiums have been paid the deficit 
is still $10 per thousand. 


December 31, 1924 
End of 214 years 


December 31, 1925 
End of 314 years 


Agency B has only a 50 per cent renewal 
rate and this renewing 50 per cent must carry 
not only its own deficit of $10 per thousand, 
but must also absorb the $10 per thousand 
deficit of the 50 per cent which did not renew, 
less the amount of reserves released on the in- 
surance terminated In other words, the deficit 
of the 50 per cent renewing is increased to a 
figure ranging between $15 and $20 per thou- 
sand. 


These illustrations are somewhat extreme but 
nevertheless they furnish convincing additional 
proof that the business that stays is the only 
business that pays. 

We have analyzed all of our buiness by 
general agencies for each year of production, 
beginning with the year 1922. From the 1922 
production I have selected the business of five 
general agencies (all comparatively small ones) 
and the accompanying table shows the results 
on December 31, 1923, 1924, 1925, 1926 and 
1927. 

The business of Agency A shows a profit of 
$3.00 per $1000 of insurance; Agency B shows 
a deficit of $3.00 per $1000; Agency C shows 
a defic:t of $4.00 per $1000; Agency D shows 
a deficit of $6.00 per $1000, and Agency E 
shows a deficit of $17.00 per $1000. 

It will be seen from the foregoing that the 
results obtained by our work, showing individ- 
ual agency surplus or deficit, and the changes 
in surplus or deficit from year to year are the 
product of several different factors. Our 
effort is an attempt to answer the question, ap- 
plied to any given agency, “is its business prof- 
itable, or would we be better off without it?” 

I suppose that the outstanding characteristic 
of the life insurance business to-day is the at- 
tempt to improve sales effort. The training 
and direction of agents, and above all, the 
el'mination of worthless and second-rate mate- 
rial from the ranks of fieldmen, is of prime 
concern. It seems to me that the test of the 
value and success of all agency effort must be 
measured in dollars and cents; and that we 
should interest ourselves more in analyzing 
the business produced to learn what financial 
results we are getting. 

Before undertaking our task of investigation 
we looked about in vain for examples of other 
companies which we might follow. This paper 
is presented with the hope that it will stimu- 
late sufficient interest among other companies 
to lead them along the same or similar lines of 
investigation so that we may compare results, 
exchange views, and, in the end, arrive at a 
much improved solution of the problem, so that 
we might, in the words of Ruskin—“substitute 
facts for appearances and demonstrations for 
impressions.” 


December 31, 1927 


December 31, 1926 
End of 5% years 


End of 412 years 


Amount Average Over- Surplus or % Ins. Surplus or % Ins. Surplus or % Ins. Surplus or % Ins. Surplus or % Ins. 
of In- Amt. of head Deficit in Deficit in Deficit in Deficit in Deficit in 
Agency surance Policy Per M Amount Per M Force Amount Per M Force Amount Per M Force Amount Per M Force Amount Per M Force 
| OE 640,000 2,207 14 — 5,295 —10 8 —4481 —9 78 —2,635 —5 75 247 1 72 1,319 3 67 
Back 801,250 1,950 14 —7, —12 8 —6,942 —12 73 —4,750 —9 67 —2,520 —5 63 —1,310 —3 56 
ee 1,418,143 2,264 14 —12,634 —13 68  —12,170 —15 56 — 8,739 —12 51 —4,355 —7 48 —2,525 —4 44 
D. 1,443,540 1,887 14 —14,732 —13 77 —14,511 —14 71 —11,256 —12 67 —7,477 —8 63 —5,174 —6 58 
tacnach akan coe 1,209,530 2,089 15 —13,012 —14 79 —13,777 —17 68 —11,747 —19 62 —9,287 —15 50 — 9,445 —I17 45 
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A Matter of Policy 


a carefree soul, but just now his usually 

serene brow was darkened by a frown 
and his infectious grin had given place to a 
woebegone expression that caused the corners 
of his mouth to droop like a disappointed 
child’s. 

“Cheer up, Jimmy, old dear,” him pretty lit- 
tle wife was saying, her lips striving valiantly 
to smile while her blue eyes gazed upon him 
with motherly solicitude. “If it can’t be done, 
it just can’t. And that’s the end of the whole 
business's So why worry?” 

“Aw, honey,” replied the forlorn Jimmy, “I 
can’t help it. This is the chance of a lifetime, 
and it’s just my luck not to be able to take ad- 
vantage of it.” 

“Yes, I guess you’re right,” admitted Molly. 
“Tt looks like an awfully good thing.” 

“You bet it is—and all I need is an insignif- 
icant three thousand dollars to swing the deal. 
Only three thousand.” And he shrugged his 
Shoulders in disgust. 

“Isn’t there some way you can influence Mr. 
Martin to waive that feature of the offer?” 

Jimmy snorted. 

“Influence old Bill Martin?” he cried. “You 
don’t know what you're talking about. He’s a 
good old scout, it’s true. Done me many a 
good turn during the seven years I’ve worked 
for him. But get him to change his proposi- 
tion? Well I guess not.” 

Silence settled down in the living room of 
the little Ferguson home—a silence that custom- 
-arily was filled with peace at this time of even- 
ing; for “Jimmy, Jr” had been kissed and tucked 
.off to bed, the dishes done and the decks cleared 
for bridge or radio or small talk. But to-night’s 
silence was heavy and fraught with uneas:ness. 

Jimmy sat dejectedly in his favorite, roomy 
chair, his pipe and newspaper neglected. He 


Jia MONTAGUE FERGUSON was 


scowled at the ceiling, and when he spoke the 


words were addressed more to himself than to 
the golden-haired girl who watched him ador- 
ingly. 

“Came like a bolt out of the blue,” with a 
snap of the fingers. “I was sitting at my desk 
working on an estimate for our share of the 
new Mechanical building job when the boss’ red- 
headed office boy came in and mumbled through 
his gum that Mr- Martin wanted to see me. 
I didn’t know what it was all about so I walked 
into his office and waited for him to begin. 

“‘Mr. Ferguson,’ the old man growled in 
that gruff, official voice of his, ‘sit down. I 
want to discuss a matter with you that’s been 
_on my mind for some time.’ 

“ ‘Fire ahead, sir,’ I invited. 

“Well, to be brief,’ said he, ‘I’m thinking 
_of making you junior partner in the firm of 
Martin & Co,’ 

“Molly, my dearest; that simply floored your 
little Jimmy. I sat there staring at him with 
my mouth open like a fish out of water until he 
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got red in the face and said if I didn’t want to 
be junior partner in a small but sweet little 
electrical business, I could go to—well, I could 
just say so and have done with it. Then I 


managed to gather my scattered wits and stam- 


mered out what I hope was a graceful ‘thank 


you, Mr. Martin.’ But he cut me short. 


““*You’ve worked hard and well for this busi- 
ness for seven years,” the old man informed me 
curtly. ‘If I didn’t think it was due you, I 
wouldn’t make the offer.’ 


“And then he pulled the idea of my acquir- 
ing a three thousand dollar interest in the 
firm.” 

Jimmy groaned as he thought of his troubles. 

“Said he would have made the preposition 
earlier but he believed I didn’t know the value 
of a dollar; and still wasn’t sure of it, for that 
matter. Just like him to say that. I’ve worked 
all right, and landed some good contracts. You 
bet I have. But I must prove I was more than 
an ordinary salesman- Must be a good busi- 

















Systematic Service Pays Big 
Dividends From Policyholders 


During October representatives of the Union 
Central are engaged in putting over the fourth 
annual Policyholders’ Service Month Campaign. 
It promises to be an even greater success than its 
three precedessors. Before the first of the month 
more than 1,000 Agents had enrolled and pledged 
to President Sage that they would call on all of 
their old policyholders during October, offering to 
each the many services available with the assis- 
tance of material specially prepared by the Home 
Office. 


“Why have one Policyholders’ Month?”, an 
Agent asks. “I make every month Policyholders’ 
Month.” 


That is a beautiful sentiment. But our ex- 
perience has been that systematic service brings 
the largest dividends both in good will and in new 
business from old policyholders. 


We used to think that our old ‘namiaidadinin 
were giving us a rather handsome volume of new 
business every year. But during the three years 
in which we have held these annual Policyholders’ 
Service Month Campaigns, our annual new busi- 
ness from old policyholders has jumped from less 
than 57 Millions in 1924 to more than 81 millions 
in 1927. 

You can judge for yourself why Old Policy- 
holders’ Month has become an institution in the 
Union Central. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 
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ness man, and Old Bill said that the first rule 
of good business was to save something out 
of what you make no matter how little it is.” 

“He’s right, Jimmy,” Molly interrupted. “I 
wouldn’t reproach you for the world, dear— 
particularly just now; but I’ve always wanted 
to save.” 

“Well, haven’t we saved? 
doctor and drug bills for ‘Junior’ paid? 
the furniture almost paid for?” 

“Yes, I suppose so,” admittedly Molly, “but 
that isn’t really saving, Jimmy. That’s only 
meeting your regular daily expenses. Saving 
means putting something away. in reserve to 
meet such an emergency as this—and we could 
have done without the piano and the diamond 
pin you insisted on giving me and that expen- 
sive radio set you bought. And other things, 
too.” 

“Now listen,” Jimmy sat bolt upright and 
punded his fist in his palm for emphasis, “We're 
young and we’re due a good time. I’d spend 
that money all over again in the same way.” 

“But we need it now, Jimmy; need it terri- 
bly.” 

There were tears in blue eyes, and Jimmy 
Ferguson rose and walked over to his wife’s 
chair. 

“Aw, please, little Molly,” he pleaded, his 
arms around her. “I’m sorry. I’m an awful 
ass, and admit it. If we’d saved as you ad- 
vised I would have had the three thousand to 
put into the company as Old Bill Martin says 
I must if I’m to become junior partner.” 

Molly Ferguson slipped her arms about his 
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Full Coverage 
For $1.00 a Month 


Our Big Dollar Policy gives full cover- 
age from day policy is issued, at flat 
rate of $1.00 a month at all ages. It 
includes Double and Triple Indemnity 
benefits and carries liberal non-forfeiture 
values in the form of paid-up or extended 
insurance, together with generous old age 
cash surrender values. Issued to risks 
from age one day old and up. 








This is the easiest selling life insurance 
offered anywhere, and affords exceptional 
opportunities for wide-awake agents. 


Write for territory to | 
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Illinois Bankers Life Association 
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neck and kissed him. 

“Forget it, darling,’ she smiled tendenrly, 
wiping the tears from her eyes. “Expenses 
have been terribly heavy and you’ve done so 
many splendid things for me. We'll do better 
tn the future.” 

“That won’t do any good,” moaned Jimmy, 
reminded of his present woes. “The Old Man 
won't relent in his demands: Says it’s good 
policy for every business to have its owners 
dependent upon its success. He didn’t require 
three thousand cash. Offered to lend me that 
much on any good security I could supply, I 
know his position is just and right, for three 
thousand wouldn’t begin to take care of my 
share as junior partner.” 

He heaved a tremendous sigh. 

“And he might just as well have demanded 
three million.” 

“We have only two hundred and thirty seven 
dollars and eighty cents in the bank,” Molly 
said ruefully. The bills will bring that down 
to a hundred and sixty.” 
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who knows how to hire men who can 
sell disability policies (non-cancellable 
policies featured) for a progressive 
Company. Contracts top-notch in 
every detail. 

Direct connections and proper assis- 
tance to right man. 

Territory obtainable in portions of 
Michigan, Indiana, Illinois, Pennsyl- 
vania, Missouri and California. 


It will pay you to write 
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: FRIENDS EVERYWHERE 


Long established and consistently pro- 
gressive, providing perfect protection 
at a net cost which is notably low, 
and rendering prompt and efficient 
service, the Massachusetts Mutual 
stands out as an ideal company to 
represent. Many years of square deal- 
ing are back of every one of our 
agents. They find enthusiastic friends 
of the Company everywhere. 


Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half 
of Insurance in Force 








“Well, as you say, no use to worry,” replied 
Jimmy, himself adopting a soothing tone in 
response to his wife’s brave effort to hide the 
sting of her disappointment. “Old Bill gave 
me a week to answer. Didn’t even ask if I had 
the three thousand. Seemed to take it for 
granted that I did.” 

Followed four days during which the Fer- 
guson alternately climbed the heights of Hope 
and plumbed the depths of Gloom. The bank 
refused to lend the needed three thousand dol- 
lars. What security would it have? None. 
“Sorry, Mr. Ferguson, but it would be impos- 
sible under the circumstances.” Jimmy’s most 
affluent friends listened to his story sympa- 
thetically, but at the close shook their heads. 

“Why in the name of common sense didn’t 
I save?” the crestfallen Jimmy kept asking his 
adoring wife, and she tried to shoulder a share 
of the blame for the neglect which left them 
now in so painful and hopeless a situation. 

And then it happened! 

It was Aunt Florrie—Jimmy’s only living 
relative—who did it. Aunt Florrie who had 
lived down on the farm when Jimmy was just 
a little toddler. 

When Uncle Jerry died she had sold the farm 
and moved to the city, but always she had 
shown her love for Jimmy in many ways that 
touched his heart and made him send her little 
gifts from time to time to remind her of his 
regard for her. 

The fifth day after Old Bill Martin had deliv- 
ered his unexpected invitation—which assumed 
the aspect of a momentous ultimatum—the 
titian-haired office boy sauntered in with an im- 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$5,337,313.74 on Deposit with the 
Indiana Insurance Department 


$686,715.01 Surplus Protection to 


Policyholders 
$47,000,000.00 


NEW STANDARD POLICIES, LOW_RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION. MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. , 


Insurance in Force 


TERRITORY CERN; 
CHIGAN 

ARKANSAS, TENNESSEE, TRXAS, . 

AND CALIFORNIA. le 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 
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portant looking envelope which he threw care- 
lessly upon Jimmy’s desk. The latter at the 
moment was striving to devise a suitable re- 
nunciation of the boss’ offer, one that would re- 
veal Jimmy’s appreciation without too plainly 
disclosing his disappointment. 


He tore open the envelope listlessly and drew 
forth a heavy folded document to which a note 
was attached by a metal clip. The note was 
in Aunt Florrie’s handwriting. It read: 


“Jimmy, dearest boy: Perhaps you'll think 
your Aunt Florrie a silly and sentimental old 
women, but I’ve never mentioned a word to 
you about the gift this letter brings you. I 
started it when you were e‘ghteen years old, 
and it’s been continued year after year for ten 
years. I began it in the hope that some day it 
night be a real help to you, and I still have 
that hope. At first I knew it wouldn’t interest 
you, but ten years have past and now you have 
a wife and little son to think of. So it may 
mean much to you now.” 


“Tt has been a joy to build this gift for you. 
After this it would burden me financially, and 
I know you wouldn’t want this to happen. So 
I’m sending it to you, asking that you continue 


to build it and use it only in case of necessity. 
It comes to you with all the love of your. 
“AuNT FLorrie.” 


“Was the Old Man pleased? I’ll say he was,” 
grinned the delighted Jimmy that night as he 
hugged Molly and “Junior” and danced about 
the living room. “And am I tickled positively 
pink?” he wanted to know in addition. 


“Of course we all are, my dear,” said Molly 
softly. ‘Now sit down and tell us what hap- 
pened.” She snuggled on the arm of his chair, 
while the baby pounded with a spoon on the 
rug at his feet- 

“Well,” said Jimmy, “I went into Old Bill’s 
office and showed him the twelve thousand dol- 
lar insurance policy on my life. It had a loan 
value of thirty-two hundred and fifty dollars. 
The Old Man took one look at it and grasped 
my hand. “We'll have the partnership agree- 
ment drawn up to-morrow,” he said. “T’ll lend 
you the three thousand on the policy. Better 
not disturb it, my boy; there’s nothing like life 
insurance as an investment and protection.” 

Jimmy paused and took his wife’s two hands 
in his. 

“And then what do you think I did?” he 





Notice of Removal 


We take pleasure in announcing 
removal to our new Home Offices 


Madison Avenue at 60th St. 
New York, N. Y. 





THE MANHATTAN LIEE . 


INSURANCE COMPANY > 
New York N. Y. 


Thomas E. Lovejoy, President 








asked. “Blurted out the whole story. Told how 
I’d become resigned to losing my big oppor- 
tunity as a result of my rotten management, 
and how Aunt Florrie’s wonderful idea in buy- 
ing me a policy at age 18, a policy I had for- 
gotten all about, saved the day for me. 

“What did Mr. Martin think of that?” Molly 
inquired breathlessly. 

“Said I was a plub idiot but a truthful one,” 
Jimmly laughed, “and that he wanted me for a 
partner. So now I’m Mr. James M. Ferguson, 
junior partner of Martin & Co., with a third 
of the profits all my own. That’s what I owe 
to life insurance—and listen, little woman; Old 
Bill’s loan on that policy is going to be paid 
off, and then there’ll be some more little poli+ 
cies in this house to keep it company. “That’s 
Jimmy Ferguson’s own idea of good policy.” 

[If sufficient interest is shown this article 
will be reprinted in leaflet form. Managers 
and agents interested are urged to communi- 


cate with The Spectator Company.—Editor’s 
Note.] 


Producing Permanent Policyholders 

A new book entitled Producing Permanent 
Policyholders has been compiled and published 
by the Mutual Underwriter Company. It pre- 
sents the plans or methods followed by 144 
leading underwriters, and is divided into two 
parts, one being especially serviceable to in- 
experienced agents, while the other is dvoted 
to matters of particular interest to experienced 
life insurance men. The sales methods and 
arguments presented in this book will be 
found of much value to all life insurance agents. 
Producing Permanent Policyholders, a sub- 
stantially bound book of 224 pages, may be 
obtained through The Spectator Company at 
$2 per copy. 


Conducts School for Maryland Life Agents 

BattimorE, Mp., Oct. 6.—Charles C. Cla- 
baugh, superintendent of agencies of the Mary- 
land Life Insurance Company, conducted a two- 
day school for a group of his agents last week 
at the home office. 

Those who attended the school were Harold 
A. Phillips, special agent, William Kendall, 
general agent and Philip L. C. Fischer, special 
agent, all of Baltimore, and John S. Phillips, 
general agent at Huntington, W. Va., and Rob- 
ert L. Burgess, general agent at Sumter, S. C. 


Oregon Life Appointment 

General Manager C. S. Samuel of the Ore- 
gon Life Insurance Company, Portland, Ore., 
has announced the appointment of William J. 
Sheehy as general agent for Portland. In the 
past all Portland business had been handled 
directly by the staff of the company’s home of- 
fice under Mr. Samuel and W. G. Schuppel, 


superintendent of agents. 








THE SERVICE LIFE INSURANCE COMPANY 
j LINCOLN, NEBRASKA 











43 





Life Insurance 
Educational Section 


THE SPECTATOR 





Thursday 

















The School Teacher as a Prospective Life 
Insurance Agent 


more and more of our higher class pro- 

fessional men. These men have elevated 
the business into a great profession the mem- 
bers of which are looked upon and respected as 
public benefactors. This has brought our pro- 
fession alongside the other great professions in 
point of appreciation on the part of the public. 
At the same time, the man who enjoys the dis- 
tinction of being a successful life insurance man 
is in position to earn more money than can be 
gotten for any other line of public service. 

It is not at all an uncommon occurrence when 
a teacher drops the textbook and takes up the 
rate book. In fact, every life insurance com- 
pany has among its successful underwriters a 
large percentage of former school teachers. 

The teacher of considerable experience usually 
must battle with himself before adopting the 
idea of leaving the school room. Since he has 
consecrated his life to the service of the public 
his first impression is that in giving up the work 
he is betraying the self-imposed trust. Let him 
realize that the life insurance man, in furnish- 
ing the financial means whereby boys and girls 
are fed, clothed and educated, is rendering a 
service indispensible and unexcelled. 

The writer, who taught for a number of 
years, has attempted to discover the reasons why 
so many teachers are attracted to life insurance 
selling, and why so many of them succeed in 
the work. 


I IFE insurance, is, year after year, calling 


Wuy TeEacHers ENTER Lire INSURANCE 

The writer is frank to admit that he en- 
tered the life insurance field because of the 
promise of increased remuneration. He has 
talked with a large number of other ex-teachers 
who make the same confession. While training 
the young mind is one of the greatest services 
rendered, it is an accepted fact that teaching 
is universally an underpaid task. The teacher, 
who remains in the profession during the entire 
period of his usefulness is indeed doing good, 
but it is certainly true that in so far as financial 
accumulation goes he is sacrificing his life on 
the public altar. A great many teachers are 
unable to successfully do any other kind of 
work. It is unfortunate that they must labor 
so faithfully and competently for such small 
salaries. Other teachers who are fitted for 
employment more remunerative can not be criti- 
cised for making the change. 

Nature has a way of placing us where we be- 
long, so when the teacher begins to cast about 
for other employment which carries dignity, 
permanence, independence and adequate income 
he is led to consider life insurance selling. 


Wuy TEACHERS SUCCEED IN LIFE INSURANCE 
The teacher’s training and experience pecu- 
liarly qualify him for success in life insurance 
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This article has been prepared in leaf- 
let form by its author. Life insurance 
company, agents, brokers and general 
agents who are interested in its use for 
publicity purposes are invited to com- 
municate with THE SpECTATOR.—EDITOR’sS 
NOTE. 











selling. His academic training is as useful to 
him in this as in any other profession; his ex- 
perience in the class room has developed poise, 
tact, courtesy, firmness and the ability to ana- 
lyze and explain. Willingness to work is the 
only additional qualification necessary to reach 


the heights of success in our business. 


Teachers have developed the faculty of stu- 
diousness. This is one of the greatest allies of 
the life insurance man, for the day has dawned’ 
when the rate-book toter and the flyer-by-night 
are not considered and are unsuccessful. Life 
insurance purchasers have come to realize that 
the arrangement of their insurance estates is a 
matter of such importance as to be trusted only 
to one who has given enough thought to the 
problem to be able to offer competent advice 
and to render capable assistance in the working 
out of a program fitted to the individual need. 
This has made it possible for the life insurance 
man to build his clientele the same as is done 
by attorneys, physicians, and other professional 
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men, with the advantage that the ethics of our 
profession do not prohibit our soliciting patron- 
age. 


REMUNERATION 


Were it not a hazardous precedent, a life in- 
surance company could as well offer a com- 
petent and industrious man a contract under 
which he would be paid a stipulated sum for 
each interview. Every life insurance man’s in- 
terviews have a fixed average value, and the 
writer has never seen thta value fall below five 
dollars, even with a new salesman. 
necessary for the life insurance man to use a 
longer period of time than one month to learn 
the value of his interviews. Taking five dol- 
lars per interview as a minimum value, the 
salesman who wishes to earn three hundred dol- 
lars per month will find it necessary to simply 
conduct sixty earnest canvasses during that 
month: 

First year commissions are only a part of the 
life insurance man’s remuneration. Year by 
year his income increases through his renewal 
commissions. The really successful underwriter 
can safely promise himself that within a very 
few years he can live comfortably and educate 
his children from the proceeds of his renewals 
alone. . 

It is quite true that we must have teachers: 
but the teacher who wishes to establish himself 
in a business where he can enjoy freedom and 
financial independence will make no mistake to 
consider life insurance selling—the greatest 
business on earth. 


DESCRIBES JAPANESE METHODS 


Two Secretaries of Meiji Life Studying in 
Philadelphia 


PHILADELPHIA, PENNA., October 9.—Kinji 
Takagi is a young assistant secretary of the 
Meiji Life Insurance Company of Tokio, Japan. 
At present he is at the home office of the Provi- 
dent Mutual Life, studying the methods of the 
Philadelphia company. With him is Tsutomu 
Inada, also an assistant secretary of the Meiji 
Life. They will spend a year in the United 
States at various life insurance home offices 
and then they will return to their desks in 
Tokio. 

The Meiji Life was started in July 9, 1881. 
It was the first life insurance company in Japan 
and it is also the largest. It’s business in force 
at the end of 1927 was 544,529,066 yen, or $272,- 
264,533, which was one-tenth of the total life 
insurance in force in Japan. 

Young Takagi is greatly interested in the 
vast difference of life underwriting between 
this country and Japan. Japan, he believes, 
can learn much from American companies. 

American companies have lower rates, rang- 
ing from $2 to $5 a thousand less in premiums. 
And as for business getting methods and mor- 
tality ratios! 

He is much impressed by the American sys- 
tem of graded commissions which tend to 
equalize the agent’s commission so that his 
“pocketbook returns” are virtually the same no 
matter what form of policy he sells. And 
Takagi thinks this plan is very good because it 
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interest in Group Insurance. 


with this list of prospects. 











JOHN HANCOCK SERIES 


KNOCKING at the AGENT’S DOOR 


Are You Missing Opportunities to Write Group Insurance? 


An agent had written various lines of insurance for several employers. 
Each employer had in his employ a sufficient number of men to warrant an 


The Agent had never mentioned Group to these Policyholders 
He talked things over with our Group experts and made contacts for them 


We did the rest and the agent received full commission for the business. 
The clients were satisfied and so was the agent. 
Let us tell you how we can do it for you! 





LiFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
197 Clarendon St., Boston, Mass. 


OVER SIXTY-FIVE YEARS IN BUSINESS 




















enables the agent to sell the man just what he 
needs. 

But in Japan it is vastly different. There is 
no graded commission. The agent makes so 
much more money if he sells an endowment 
policy, that he recommends that form of cover- 
age very strongly. The companies prefer to 
sell endowments. For they can get 7 per cent 
interest on their investments and endowment 
premiums are far higher than ordinary life. 


“In the United States,” said Takagi, “the 
life insurance in force is divided into 85 per 
cent ordinary life and 15 per cent endowment. 
In Japan it is just the reverse.” 


Where the rates here increase as the pros- 
pect gets older, in Japan there is a slight dif- 
ference. There is a highr mortality on younger 
risks and those rates are fairly high. Tubercu- 
losis and cancer take a heavy death toll. 

Young women are not accepted by the com- 
panies unless they first pass a stringent medical 
examination and then only if their husbands 
and parents will also take out policies. Other- 
wise they cannot secure life insurance. 











i Stephen M. Babbit 
President 
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NEW LIFE INSURANCE 
COURSE 





Boston University to Be Eastern 
Center of American College 





EVENING CLASSES STARTED 





L. W. Howe, Actuary of John Hancock, Is 
Chief Lecturer—Course Requires Three 
Years to Complete 


Boston, Mass., October 8.—Boston Univer- 
sity has been selected by the American College 
of Life Underwriters as the academic center 
from which eastern candidates for the CLU 
degree may be qualified. Courses in life in- 
surance fundamentals, salesmanship, economics, 
commercial law and finance, and in general 
business subjects are being offered this fall by 
the University in connection with the regular 
even:ng courses under Leo D. O’Neil, director. 
The courses opened for registration September 
24, and will continue during the first two weeks 
of this month. A student may register for 
but one subject, if he is unable to give more 
than one night a week. The first year’s pro- 
gram, which includes principles of economics, 
English composition, mathematics and _sales- 
manship, is divided into two terms, the student 
electing the subject or subjects he prefers to 
take each term. The second term will start 
about February 1. 


L. W. Howe, actuary of the John Hancock 
Mutual Life, who has been the lecturer for 
some years in the Boston University evening 
classes in life insurance, will teach the sub- 
jects in the American College of Life Under- 
writers Curriculum. 


It will not be possible for any student in the 
Boston University classes to gain sufficient 
knowledge to qualify for the next examination 
for the degree which will be given in Decem- 
ber, and, at the most, it will require more than 
two terms to cover the subjects in which a large 
percentage of the underwriters, who are other- 
wise eligible to the degree, feel they are lack- 
ing in knowldge sufficient to pass an examina- 
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tion in them. Life insurance fundamentals, in- 
cluding the economics of life insurance, and 
life insurance salesmanship, are subjects in 
which most underwriters, who would seek the 
degree, would be able to pass any examination. 
They know the principles and practices of the 
business sufficiently to state the economic ad- 
vantages of life annu‘ties ; to define a convertible 
term policy, or calculate the net annual level 
premium on $1000 five-year term policy, at age 
25; or to discuss the technique of humor and 
the importance of this quality to the salesman. 
Other questions, however, which are given in 
the set of examination questions recently made 
public by the Board of Examiners of the Amer- 
ican College, such as defining “production,” 
“monopoly” and other terms of economics, or 
even to enumerate the kinds of special insurance 
taxes and explain each, requires a specialized 
training, 


STATEMENT OF THE OWNERSHIP, MANAGE- 
MENT, CIRCULATION, ETC., REQUIRED 
BY THE ACT OF’ CONGRESS OF 
AUGUST 24, 1912, 
of Tue Spectator published weekly 

Y., for October 1, 1928. 

‘State of New York, County of New York, ss.: 

Before me, a Notary Public in and for the State 
and county aforesaid, personally appeared Robert W. 
Blake, who, having been duly sworn according to law, 
deposes and says that he is Managing Editor of Tue 
Spectator, and that the following is, to the best of his 
knowledge and belief, a true statement of the owner- 
ship, management (and if a daily paper, the circula- 
tion), etc., of the aforesaid publication for the date 
shown in the above caption, required by the Act of 
August 24, 1912, embodied in section 411, Postal Laws 
and Regulations, printed on the reverse of this form, 
to wit: 

1. That the names and address of the publisher, 


at New York, 


editor, managing editor, and business managers are: 
Publisher—The Spectator Company, 135 William 
street, New York. 














rights. 








Scranton- Pittsburgh, Pa 
General Agency of a: Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 


























9 eaaiaaeal L. J. Smith, 135 William street, 
New 

Managing Editor—Robert W. Blake, 135 William 
street, New York. 


Business Managers, The Board of Directors of The 
Spectator Company. 

2. That the owner is: (If owned by a corporation, 
its name and address must be stated and also immedi- 
ately thereunder the names and addresses of stockhold- 
ers owning or holding one per cent or more of total 
amount of stock. If not owned by corporation, the 
names and addresses of the individual owners must be 
given. If owned by a firm, company, or other unin- 
corporated concern, its name and address, as well as 
those of each individual member, must be given.)— 


The Spectator Company, 135 William street, New 
York; Arthur L. J. Smith, 135 William street, New 
York; Charles Nicoll, 135 William street, New 
York; M. Nicoll, 135 William street, New York; 
Robert W. Blake, 135 William street, New York; EF. 
T. Smith, 135 William street, New York; H. W. 
Barnard, 135 William street, New York. 

3. That the known bondholders, mortgagees, and 


other security holders owning or holding one per cent or 
more of total amount of bonds, mortgages, or other 
securities are: (if there are none, so state.) No 





bondholders, mortgagees or other security holders. 


4. That the two paragraphs next above, giving the 
names of the owners, stockholders and security hold- 
ers, if any, contain not only the list of stockholders 
and security holders as they appear. upon the books of 
the company but also, in cases where the stockholder 
or security holder appears upon the books of the com- 
pany as trustee or in any other fiduciary relation, the 
name of the person or corporation for whom such 
trustee is acting, is given; also that the said two para- 
graphs contain statements embracing affiant’s full 
knowledge and belief as to the circumstances and con- 
ditions under which stockholders and security holders 
who do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other 
than that of a bona-fide owner; and this affant has no 
reason to believe that any other person, association, or 
corporation has any interest direct or indirect in the 
said stock, bonds, or other securities than as so stated 
by him. 

Ropert “‘W. Brake, 
(Signature of managing director.) 


Sworn to and subscribed before me this 27th day of 


September, 1928. 
: [Seal] J. NEWBERGER. 
(My commission expires March 30, 1930.) 
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A in Golf, so in Life Insurance: 
through” that imparts true direction and distance to 
the original impulse. 

Almost any progressive life insurance company is 
equipped to satisfy today’s insurance-buyer in the service 
available to him as a policyholder. 
foresighted, he seeks a permanent, comprehensive service 
that will “follow-through”, to meet the needs and prob- 
lems of his beneficiary, beyond those solved by a mere 
lump sum settlement of a death-claim. 

The Guardian is especially qualified—by virtue of 
its known reliability, long experience, and friendliness— 
to continue just such service to his survivors. 

Send for literature descriptive 
of The Guardian Services—‘to 
the policyholder while living— 
to the beneficiary thereafter.” 


THE GUARDIAN LIFE INSURANCE COMPANY 
of AMERICA 

“The Company that Guards and Serves” 
50 UNION SQUARE 
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NOW IS THE TIME 


To make an agency connection with the 


INTER-OCEAN CASUALTY CO. 
CINCINNATI, OHIO 
Celebrating its Twenty-fifth Year. 
Wonderful Prize offers and Home-Coming. 

Special Commercial and Monthly Policies to mark 

celebration year. 
Write Home Office for liberal contracts. 

Available territory in thirty-five states for men of pro- 

duction ability. 




















GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 

presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 
gan, Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y. 





DISTRICT MANAGERS WANTED 


We have a few openings in North 
Carolina available to men whojcan 
qualify as organizers and personal 
producers. 

Exceptional contracts with top 

_ commissions and life time renewals. 
Openings at 

CHARLOTTE WILMINGTON 

RALEIGH WINSTON-SALEM 


Write F. A. HICKS, Superintendent 


Guarantee Fund Life Association 
Omaha, Nebr. 


ORGANIZED 1901 


Largest Organization of its Kind in America 
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STATE MUTUAL LIFE ASSURANCE C0. 
of Worcester, Mass. 


Incorporated 1844 


Service to Agents 
Liberal Policy Contracts 
A Low Net Cost Record 


AN IMPROVED DIVIDEND SCALE FOR 1928 
THE SIXTH INCREASE IN EIGHT YEARS 




















THE WOMAN’S BENEFIT ASSOCIATION 


Largest Fraternal Benefit Society Composed Exclusively of 
Women in the World 


Organized October 1, 1892 
WOMEN DEPUTIES WANTED 


Good Territory Everywhere in United States 
and Canada for Qualified Field Applicants. 
Total Funds over 
Benefits Paid since Organization Over 
For further information write to 


THE INTERNATIONAL HEADQUARTERS 
W. B. A. Building Port Huron, Michigan 


Miss Bina M. West Miss Frances D. Partridge 
Supreme President ° Supreme Secretary 


36,000,000 























MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City 


THEMANAGEMENT Practical insurance men of long experience 
and conspicuous success. 


THE COMPANY 


THE TERRITORY MISSOURI, KANSAS, OKLAHOMA, 
9 COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President .. JOHN M. SMULLIN, Secretary 








& om pany Wanted 
of Producers who can take advantage of the 


Co-operation organized training plans, prospect leads and 


selling helps furnished by this company. 
—_—— ¢ 


Will be given territory rich in potential busi- 
JS Shambaugh 


ness. 
. Interested? Write for openings! 
ERSIC RS 











NSN \S Y. RAIS s 
DesMoinesL ife & Annuity Co. 
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INTERSTATE LIFE & ACCIDENT CO. 
JOS. W. JOHNSON, M. D., President 
LIFE, HEALTH, and ACCIDENT INSURANCE 


FOR AGENCY CONTRACTS WRITE 
JOHN W. BLEVINS, Vice-President 


Home Office 
Chattanooga, Tennessee 
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N. & E. FLORIDA 
R. F. Valentine, Manager, 
2152 Boulevard Place, 
Jacksonville, Fla. 

S. W. FLORIDA 


Wm. E. Hand, Manager, 
114 West Magnolia St., 
Lakeland, Florida. 


SOUTHERN INDIANA 


Kirk & Walker, Managers, 
215-16 Liberty Bank Bldg., 
New Albany, Indiana. 


MARYLAND 
Louis J. — 
613 Court Square Bidg., 
Baltimore, Md. 









CARRYING VOUR GAD 15 OUR SEE” 


Good Openings for General 
Agents in Maryland, New Jersey, 
Delaware, and Southeast 


Virginia 


FOR OTHER TERRITORY WRITE OR WIRE 





OKLAHOMA 


J. Virgil Hoover, Manager, 
309 Perrine Bldg., 
Oklahoma City, Okla, 


MISSISSIPPI 


B. R. Kuykendall, Manager, 
Delta Counties, 
Drew, Miss. 


W. D. Ratliff, Manager, 
Eastern Mississippi, 
Pythian Castle, 

Jackson, Miss. 


ESERVE LOAN LIFE 


INSURANCE COMPANY fo 


<i INDIANAPOLIS, INDIANA. 











Neg 








